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| For Maximum Results 


A life insurance man can spend all his energies, exer- 





cise every last bit of his ability, and still fall far short of 


fully realizing the possibilities of his business. 


ifs f, ‘ = Z . A helpful attitude, and the right kind of cooperation 
yeeeee : A. pfettie ee “~S on the part of the Home Office, are necessary for his com- 


inal a <A plete success. The Peoria Life realizes that its success is 


neal 4 z 2 : the success of its individual agents. 


<a : : | a zis : Think of all the practical, effective means that can be 


2 SSE : AS used to assure maximum results for an agent's efforts. 


ates eee Try to name one that is not given freely by the Peoria 


; eS Life. The following are only typical—by no means a com- 
I). 08 “Cooperation Headquarters ; S vive y 
oo os . plete list: 
Home Office Building of the Peoria Life. 
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b ind. ilt from its ° °° ° . 
Scent sessiota, without Gatusting @e Attractive policies with every liberal feature—a 
— farm mortgage Ms ye which ae 
-ocial Ce er aes a ee thorough course of study in insurance and salesmanship 


“Policies Strong as Farm —the constant help of a staff of trained, experienced field 


Mortgages Can MakeT hem! men—direct mail circularizing service—the $100,000 


Club, just back from Canada, and already looking forward 
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Good to next summer's Outing in Alaska—frequent stimulating 
Contracts contests, with worth while rewards—substandard service 
to C. lean, that delivers a policy on every application. 

Live 
Agents 


The Peoria Life joins hands with its Happy Family 


of Successful Agents—for Maximum Results. 
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Peoria, Illinois 
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ILLINOIS MANAGERS WANTED i 


At Bloomington — _ Freeport — La Salle bp 
Elgin — Peoria —_ Springfield speci 


Also some fine General Agency openings in 
Eastern IOWA and Eastern MISSOURI Mr. 


LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks Me 
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INSURANCE TRUST AND 
ITS PRACTICAL USE 


Franklin W. Gause of Boston 
Points Out Desirability of Fol- 
lowing This Course 


PROCRASTINATION IS BAR 


Some Useful Information is Brought Out 
in a Talk Before the National 
Life Underwriters 


In connection with the address of 
Vice-President M. T. Calaway of the 
Guaranty Trust Company of New York 
City at the convention of the National 
Life Underwriter$ Association in Chi- 
cago, Charles Jerome Edwards of New 
York, general agent of the Equitable 
Life of New York, made com- 
ment. Mr. Callaway told of the 
lationship of the trust companies to life 
insurance especially in the modern life 
insurance trust. Mr. Edwards said that 
many bank and_ trust officials the 
country appreciate what can be done 
if the life men and the banks work in 
cooperation. He averred there are some 
big men in the life insurance business 
who are devoting their energies to lift- 
ing it and putting it on a higher stand- 
ard. He referred to Dr. John A. Ste- 
venson, second vice- president of the 
Equitable Life, who was formerly di- 
rector of the School of Life Insurance 
Salesmanship at Carnegie, and Dr, Wal- 
ter Dill Scott, formerly with the army, 
who is now president of Northwestern 
University. He said that men like this 
are educating field representatives to do 
better work. Mr. Edwards said that 
special service is required for those de- 


some 
re- 


in 


sring large amounts of _ insurance. 
hey represent extensive financial in- 
terests. 


Ganse and Program Service 


Mr. Edwards said that Franklin W. 
wanse, general agent of the Columbian 
National Life at Boston, has given much 
attention to formulating programs for 
ray of large means. He called on 
j ue. Ganse for some comment. Mr. 
vanse said that he wanted to ask a 
wal question of the audience and 
ished to get a frank answer. He in- 
in <1 . man back home would come 
ap ~ dage em and say,“I have been read- 
» he papers about these life insur- 
€ trusts. Tell me in a few words 


si 
mply what a life insurance trust is,” 
OW many 


would 1 in the audience felt they 
definite able to give a good, intelligent, 
propoait comprehensive answer to that 
ands. ! M About 35 raised their 
ioe 3 r. Ganse said he hesitated to 
+- ut he felt that probably all of 
» Were not able to meet the re- 
quirements. 
, F. W. Ganse’s Remarks 
ant Ganse in continuing, said, “I 
have struck a _ thought 


wit i 

— the last week or two that is 

& to be worth something to me any- 
(CONTINU ED ON PAGE 17) 
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CRITICAL SURVEY OF CHICAGO CONVENTION 


Changes for Conduct of Next Year’s Meeting Suggested 








LTHOUGH last week’s convention 
A of the National Association of 

Life Underwriters held in Chicago 
was the biggest in the history of the 
organization in point of members, it is 
not necessarily a fact that the gathering 
was the most successful or satisfying 
to those in attendance. On the con- 
trary, there seemed to be at the Chi- 
cago meeting a certain something lack- 
ing. There was not in evidence the 
enthusiasm and spontaneity that has 
been observed at other National associ- 
ation gatherings. To many in attend- 
ance the meeting never seemed to “catch 
on.’ 

ee @ 


HERE are several reasons for this. 
In the first place, it is undoubtedly 
a mistake to simply present illustrations, 
have a speaker give a selling demonstra- 
tion presumably covering the case, and 
let it go at that. Whena hy pothetical 
case is cited in which a man’s financial 
condition is outlined the needs of his 
family shown, etc., the interest of any 
life insurance audience is always 
aroused. But at the Chicago meeting 
one speaker was simply allowed to 
present his selling talk designed to cover 
the case, and when he was finished an- 
speaker took up another case. 
There was no time allowed for discus- 
sion. Perhaps 25 men in the audience 
were itching to get up and tell how the 
men illustrating each case had fallen 
down here or there, had failed to em- 
phasize this point and had overstressed 
that one, but they were not allowed to 
be heard. 
fs 
NUMBER of the big general agen- 
cies throughout the country hold 
case method clinics every week. But 
they do the job thoroughly. An agent 
gets up and cites a case that he has 
handled. He gives the circumstances, 
of the prospect and all of the features 
surrounding the case. Then he tells how 
he solicited the business. When he fin- 
ishes other men in the agency are per- 
mitted to get up and criticize his man- 
ner of handling the prospect. Selling 
points in these discussions are developed 
that perhaps the original agent never 
thought of. In other words, at such a 
case method clinic, a typical case is gone 
over from every angle with the result 
that many new selling ideas are offered 
by a number of men. 
x * * 
UT at the Chicago gathering there 
was no time for anything of this 
sort. There was too evident a desire to 
get through the large number of cases 
listed on the program. Next year at 
the National Association meeting the 
number of case handled in this way 
should be cut down materially. There 
should be not to exceed four taken up 
at any one session. There should be at 
least 15 or 20 minutes’ discussion of 
each case allowed. No particular good 
is accomplished by having on the pro- 
gram a large umber of cases, if the au- 
dience does not get out of these selling 
demonstrations something of value. At 
the Chicago meeting some of the demon- 
strations given were anything but satis- 
fying, but they were allowed to go un- 
challenged because there was no time 








for anyone to speak other than those 
scheduled in the program. 
2% 


HERE is no doubt but that those 

who have been arranging the pro- 
grams for the National Association 
meetings during the past few years are 
several years ahead in their develop- 
ment of the average agent or even gen- 
eral agent. For instance, this year a 
very fair proportion of the program 
time was given over to a consideration 
of life insurance for bequests and the 


relations between life insurance and 
trust companies or banks maintaining 
trust departments. Undoubtedly big 


producers, and a comparatively few men 
of vision in the life insurance business, 
are able to interest big prospects jm life 
insurance for bequests, and are also now 
and again in a position to cooperate 
with a trust company, in framing a 
trust agreement and taking care of a 
client’s affairs. But this sort of thing 
is decidedly “over the head” of the aver- 
age agent. The man writing the one’s 
and two’s and five’s the fellow produc- 
ing $150,000 or $200,000 worth of busi- 
ness a year never thinks of a trust agree- 
ment from one year’s end to the other, 
and certainly finds no one who seems in 
the least interested in life insurance for 
bequests. It not that these same 
agents cannot adopt the suggestions 
made at the Chicago convention, but it 
is more particularly that their minds are 
not running along these channels, They 
have not yet learned how to sell monthly 
income, to say nothing of framing trust 
agreements. 


is 


a 

OST agents go to National Asso- 

ciation meetings to learn how the 
big fellows in the business are doing it. 
They want to find out what the selling 
talk is of the man who produces a large 
amount of business year in and year out. 
They want to learn something of his 
methods. They want to become fa- 
miliar with his chief closing points. 
This being true, the National Associa- 
tion program should include talks by 
at least two or three of the principal 
producers of the country. Men like Dr. 
Albright of the Northwestern Mutual, 
John D. Bookstaver of the Travelers, 
the leading producer of the New York 
Life, and one or two others, would at- 
tract a big crowd if they would tell how 
they have been doing it. The program 
this year did not provide for a single 
talk on business-getting methods by one 
big producing agent—not general agent. 

* * * 

HAT happened at Chicago last 

week shows clearly the importance 
of having convention headquarters and 
all activities conducted under one roof. 
When the meeting split up into groups, 
one session being held at the Drake 
Hotel and the other at Medinah Temple, 
a mile away, the interest in the conven- 
tion waned considerably, and neither 
session was well attended. At Los 
Angeles all of the meetings should be 
held in one building. If there are to be 
sectional gatherings they should be 
staged in small rooms in the same audi- 
torium. Those attending the conven- 
tion should be able to go from one group 

(CONTINUED ON PAGE 19) 





DOES NOT BOOST THE 
HOME OFFICE COURSES 


Dr. J. A. Stevenson of the Equit- 
able Life Says Managers Should 
Train Their Men 


EQUITABLE PLAN SHOWN 


Manager T. J. Stewart of the Prudential 
Life in New York Gives 
Views on Training 





Dr. John A. Stevenson, second vice- 
president of the Equitable Life of New 


York, who is in charge of its educa- 
tional work, in his talk before the Na- 
tional Life Underwriters Association in 


Chicago expressed the opinion that he 
is not very much in sympathy with 
home office training courses. Dr. Stev- 
enson was talking on the gene ral subject 
of “Preliminary Courses on How to 
Start Selling.” He said that it is the 
business of the managers of the com- 
panies to train their own men rather 
than the business of the company itself 
at the home office to do that training. 
He modified his statement to say, how- 
ever, that the best way to start in the 
business may be through company 
courses. 
Tells About Field Course 

The Equitable has what it calls its 
preliminary course which takes 18 full 
days. It is divided into the principles, 
selling and functions of life insurance. 
The Equitable has an instructor who 
goes from agency to agency to give this 
course. During the past year he has held 
15 classes throughout the United States. 
He said the advantage of this plan rests 


in the fact that the company 1s placing 
the responsibility on the men in the 
field. He said that the home office is 


not telling the general agent or manager 
what kind of men to select or not to 
select, but it is giving him information 
about the desirable kind of men to be 
employed. In other words, he said, the 
Equitable is furnishing the information 
which it gets directly to the manager 
so that he may have the value of doing 
the work himself. In conducting this 
field course, the instructor gives the les- 
sons in the mornings and in the after- 
noons these men are sent out soliciting 
under adequate supervision. The man- 
ager is thus able to keep in touch with 
the training work, seeing what is done 
and getting a good idea of it. 
Work in New York City 

In New York City, he 
able has another school 
same as the field school, 


said, the Equit- 
which is the 
but the man in 


charge does nothing else but carry on 
the school in New York City. Dr. 
Stevenson said that the Equitable will 
not allow any agent to take this field 
course in New York City or vicinity 
unless he has had a minimum of a 
month’s experience. He said that he 


intends to raise this minimum in a short 
time to three months. In this way, he 
expects to be able to reduce the tremen- 
dous turnover. Dr. Stevenson said that 
before a man puts the company to the 
expense of this training course, and in- 
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vesting considerable money in him, he 
wants to know whether he is satisfied 
and whether he is really material that 
will be apt to succeed. 

Manager Gives Preliminary Course 


The preliminary course he referred to 
prior to that of the regular course of 
instruction is given by the manager. 
The newcomer is told by the manager 
how to get prospects, how to study them 
and how to familiarize himself with the 
things that he needs to know about life 
insurance. If he has any cases that 
seem to be at the point where it is nec- 
essary for him to do soliciting, the work 
will be done in connection with one of 
the regular agency men. This, there- 
fore, gives the newcomer a look in at 
the business and by a month or three 
months he can tell whether he is going 
to like it or not. 


Oversold the Field School 


Dr. Stevenson said that he found that 
the managers were over-selling this field 
school. He said that they sold the school 
instead of selling the difficulties of the 
life insurance business and telling a 
prospective agent what was before him. 
The result was that there was too large 
a turnover. Dr. Stevenson said that the 
average production for each class is 
approximately $1,000,000 for the three 
weeks. The average size of the class is 
about 35 or 40. 

Dr. Stevenson said that another requi- 
site that is made of these men in the 
school is that they must have enough 
supervision so that when they go out 
to carry on with their cases they will 
know what to do. 


Must Get Men to Try 


Dr. Stevenson said that he is a ,firm 
believer in joint solicitation. No man, 
however, in the world, he said, ever 


coached a football team by giving a 
book of rules or somebody’s methods to 
a boy on how to play football. He said 
that the real way to train a football man 
is for the coach to get out and show 
him exactly what running interference 
is and what it is to tackle low. Then 
if he tackles high instead of low he is 
criticised. The kind of coaching that is 
necessary, he said, in life insurance, 
when a man goes out with a new agent, 
is to let the new agent try himself out. 
If the old agent does all the talking, he 
has no concention of the ability of the 
new man. When the new agent gets 
on to the ropes he should be allowed to 
do the talking. Even if he loses the 
case the old man should keep hands off 
and then later should tell him what the 
difficulty was. He said that the real 
test of the new agent is what he will 
do in the presence of a prospect. 


Correspondence Courses 


Dr. Stevenson commented on corre- 
spondence courses. He said that under 
the field school system it is not possible 
to train men fast enough. The managers 
need men faster than they can be put 
through the school. A correspondence 
course, therefore. is used as a substitute. 
Dr. Stevenson said that this gives a man 
something definite to study every so 
often. He said that the problem of the 
Equitable now is to get preliminary 
courses ready to place in the hands of 
managers and teach the managers how 
to put that course over so that the very 
day that a man signs a contract to go 
with the company his professional in- 
struction begins and he can take it as 
fast as he needs it in order to make a 
living that way. 

Must Show Need of Insurance 


Dr. Stevenson said that in preliminary 
training the first thing is to show the 
needs of insurance in a very simple 
form. That is the primary object, there- 
fore. The very first jump out of the 
box is to get a new man acquainted 
with this idea. In other words, before 
he is taveht how to sell a nolicy he has 
to be sold on the needs of life insurance. 
Dr. Stevenson said that the Equitable 
aims to teach its new man a few prin- 
ciples, just enough for a man to know in 
order to become acquainted with the 
policies that he is going to sell. He 
should know the policies of his own 
company and something about the gen- 





MARCINO FACES TRIAL 
HAS BEEN TAKEN TO BOSTON 


Man, Whose Operations Forced the 
Liquidation of the Niagara Life, 
Is Being Prosecuted 


NEW YORK, Sept. 11.—Joseph B. 
Marcino, also known as Joseph Baiata, 
the man who was responsible for the 
forced liquidation of the Niagara Life, 
and who has a striped financial career, 
has been captured in Houston, Texas, 
and brought to Boston, Mass., to face 
trial on the charge of wrecking the 
First National Bank of Warren last 
February. Marcina has admitted that 
he took $213,000 in securities from the 
bank, according to assistant United 
States Attorney John V. Sullivan. He 
declares that he knew where the bonds 
were and hoped that the bank would 
recover every dollar. He is quoted as 
having said, “I fully intend to replace 
the bonds and my only desire now is 
to aid in their recovery.” 


Consummated Numerous “Loans” 


Marcino gained stock control of the 
Niagara Life and some time ago, 
through dummy officers and directors, 
caused unusually large blocks of bonds 
and securities to be sold, and $200,000 
of the proceeds to be transferred to the 
Mechanics & Merchants Bank of Phila- 
delphia, a small bank with a paid in 


capital of $37,654 which is owned or 
controlled by Marcino, according to 
the story given out last February. The 


bank made 33 loans to dummies of 
Marcino aggregating approximately 
$200,000. Each loan was secured by 


stock of the Niagara Life. 
Niagara Life Saved 


On Feb. 24 the Supreme Court of 
New York authorized Superintendent 
Francis R. Stoddard, Jr., of New York 
to take possession of the property and 
liquidate the Niagara Life. At _ that 
time Mr. Stoddard said that the depart- 
ment had had knowledge of Marcino’s 
stock ownersh‘p of the Niagara but was 
unable to do anything. The department 
however used pressure to keep Marcino 
off the board of directors and he was 
never able to obtain an office with the 
company. The department also estab- 
lished a representative in the office of 
the company to prevent any illegal act. 
On Jan. 19, 1923, a check 
and deposited in the Mechanics & Mer- 
chants Bank at Philadelphia without 
the department’s approval. Another 
check was deposited in the bank and 
then the department acted by refusing 
to allow the deposit of the Philadelphia 
bank as an asset. This impaired the 
company and permitted the department 
to take possession of it. 

After taking over the company ar- 
rangements were made with the Metro- 
nolitan Life to reinsure all of the out- 
standing policies. The liauidation of 
the company, now in the hands of the 
department, has made ranid progress 
and a full report will probably be ready 
within a month. By that time prac- 
tically all of the claims avainst the com- 
pany will have been paid. 








eral underwriting practices of other 
companies. Dr. Stevenson said that if 
anyone is uncertain as to what princi- 
ples to teach in a preliminary course, he 
should open his rate book and instruct 
a man so that he understands reason- 
ablv well the fieures in it, what is the 
semi-annual premium, the quarterly. the 
extended insurance, cash, surrender or 
loan values, and so on. If he under- 
stands these, Dr. Stevenson said. he is 
acquainted with the tools that he has 
to use. 


Selling Points and Selling Plans 


Then the new man is given some in- 
struction on selling points and selling 
plans. He said a plan is different from 
a selling point, in that the complete 

(CONTINUED ON PAGE 18) 
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AGENTS SHOW LOYALTY 
UNITED L. & A. CONVENTION 


Field Men of New Hampshire Company 
Have Enthusiastic Meeting De- 
spite Company Troubles 


CONCORD, N. H., Sept. 11.—If the 
United Life & Accident is having 
troubles over its stock control, and 
even if the board of directors has ousted 
the former president and elected a new, 
the loyalty of the agents to the com- 


pany appears unabated, as was evi- 
denced last week when the annual 
agents’ convention was held here. The 


program called for business conferences 
and a free trip through the White Moun- 
tains and into Canada for the White 
Mountain Club, as the $100,000 writers 
are called, the windup of the program 
being a dinner served to the returning 
travelers in this city. 


New President on Hand 

Allen Hollis, the newly elected presi- 
dent, returned from Europe just in time 
to have the agents witness his first bow 
in the new office. He addressed the 
agents at the first business session, 
again at the dinner and was on the 
White Mountain trip. He made a good 
impression and the agents have formally 
expressed their intention of whooping 
up business for the new officers. 

Superintendent of Agencies Eugene 
E. Reed and Vice President Robert J. 
Merrill, former insurance commissioner, 
were active factors in the week’s plans. 
Tuesday Mr. Reed presented the gold 
buttons to the White Mountain Club 
winners and announced the naming of 
officers, selected by virtue of the amount 
of business paid for during the past 


year. J. Adolphe Hebert of Van Buren, 
Me., was high man and was declared 
president. It became his duty to re- 


spond to the addresses of welcome and 


officiate in other capacities during the 
convention. Mathias Hettinger of 
Bridgeport, Conn., was second and be- 


came vice president. William C. Joest 
of Columbus, Ohio, was made secretary 
and William B. Stewart of Bridgeport, 
Conn., treasurer. 


Addresses by Officials 


Business addresses were made by the 
officials of the company during the con- 
vention. At the dinner Tuesday eve- 
ning there were present Insurance Com- 
missioner John B. Sullivan, who ap- 
peared officially also for Governor Fred 

Brown; Henry E. Chamberlain. 
mayor of Concord; Former Governor 
Rolland H. Spaulding, President Ira L. 
Evans of the Concord Chamber of 
Commerce; President H. H. Dudley of 
the Mechanics National Bank and many 
others. All spoke in high terms of the 
new Officers of the company and 
nra‘sed the courage of the board of 
directors in taking the determined steps 
they had in protection of the interests 
of the policyholders and stockholders 
of the company. 





Contract for Capitol Life Building 

Contract for the construction of the 
west wing of the new $650,000 home 
office building of the Capitol Life of 
Denver was let last week by Clarence 
J. Daly, president of the company, and 
other officials. The contract went to 
the F. J. Kirchof Construction Com- 
pany of Denver, and work is to start 
immediately upon the west wing, which 
is expected to be ready for occupancy 
by spring. 

The west wing will be two and a half 
stories high. and probably will be con- 
structed of Colorado marble. Cost of 
the construction of this portion of the 
building will approximately be one-third 
of the total cost of $650,000, or about 
$217,000. Construction of the central 
nortion and the east wing of the build- 
ing will he started at a later date. as 
the need for additional space is felt, it 
is understood. Colorado materials will 
be used throughout. 











NEW USE FOR RADIO 






RESERVE LOAN LIFE’S PLAN 






It Will Broadcast Names of Missing 
Policyholders and General Life 
Insurance Information 








The Reserve Loan Life of Indian- 
apolis has subscribed for membership in 
a radio broadcasting station that is 
being promoted in that city and is ex- 
pected to be put in service before long 
Guilford A, Deitch, counsel of the com- 
pany, in commenting on how the 
pany may use its privileges of broad- 
casting at certain times, said that in his 
opinion the radio can be used to help 
refute such false claims as are being 
made by one of the agitators of the 
southwest for reform legislation against 
life insurance companies, alleging that 
millions of dollars of policyholders 
money has been fraudulently retained 
by companies. Mr. Deitch said that, if 
the Indianapolis radio station is estab- 
lished, it is the company’s purpose to 
use a part of its time as a subscriber 
in broadcasting the names of policy- 
holders on the books of whom it has 









©£om- 




















lost track and to whom credits are due, Bp"d i 
seeking information from listeners in Bipficiz 
which will help in locating them. In 


This would be a new and desirable 
use for the radio, he says, and would 
also tend to impress the many users oi 
the radio with the fact that insurance 
companies not only do not try to with- 
hold money from the rightful benefi- 
ciaries but that they do all in their power 
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to locate those on their books who are alifo 
entitled to payments or benefits but Bipongs. 
have been lost track of. Intend 
Has Interesting Experience DI - 

é peake 

Mr. Deitch recently had an interest-- Bp,, q 
ing experience with what might be done BByh);- 
in locating a person by radio under ~~ 
what seemed at first to be hopeless Hay, 





circumstances. The Reserve Loan Life 

















received notice dated July 23 last from he &¢ 
the home service department of the we 
American Red Cross at Arcadia, Fis. ral De 
that it had buried a Fred B. Smith and &,,, . 
among h’s papers found that some time he ta 
previously he had been an agent of the bas 
Reserve Loan Life. As the man had Se 
refused to disclosed his identity betore cart | 
he died, other than to give the name et alf ¢ 
Ed Talbert Smith, of Hecla, S. D., and pred 
no response had been obtained from that : 
source, they tried the Reserve Loat » , 
Life. Mr. Deitch then wrote H. C Bi. 
Hirschmann, the company’s representa oy 
tive at Minneapolis, suggesting that he - oy 
have the Minneapolis radio _ station ~ 
broadcast for information about the ‘ ian 
man. Mr. Hirschmann wrote under Dular 
date of July 28 that he had secured Sug 
the consent of WLAG radio station to Judge 
do this. w of 
On Aug. 8, as a result of this broad BRateq y 
casting, Mr. Deitch received th’s tele Bince b 
gram: “Wire Western Union all infor isaster, 
mation regard Fred B. Smith, ™ Bio, | 
father, at my expense. Mrs. Florent: Bio. , 
Glan.” It developed that this was the ISSessi 
first word the family had had of Smith Hy, - 
for eight years. His daughter, Mrs. Snow 
Glan, living in Minneapolis, was very ospe 
grateful to the Reserve Loan Life ané Rent 
others for bringing her father’s de cath ht she 
to her attention. nce. t 
There are various other ways. Me dein 
Deitch believes, in which life insuran® @, ay 
companies can use radio — ye 
among which are talks on thrift, am dk y 
showing how life insurance lends itself tution’ 
to this worthy habit, ee 
Big Drive in Home City Ei 
The Federal Reserve Life of Kanes I Lite in 
City, Kan., is in the midst of a big drive RE estat 
for business in its home city. Tt is BBs a cla 
planning on writine $5 .900.009 of hes iPachers 
ness in Kansas City, Kan. The drive This vi 
started on July 1. The comnan® © Fred 
havine fine success in this 1 ndertating Pott 
and it looks as though it will reach oe he 
$5,000,000 mark very shortly. o date lie an 
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the company has in force me $16.- 
000,000 of business. 












13, 1923 


1 DIO 








PLAN 


Missing 
Life 


Indian- 
ership in 
that is 
id is ex- 
ore long 
the com- 
the com- 
yf broad- 
iat in his 
| to help 
re being 
s of the 
n against 
zing that 
-y holders 
retained 
d that, if 
is estab- 
irpose to 
subscriber 
yf policy- 
ym it has 
; are due, 
teners im 
1em. 
desirable 
nd would 
r users oi 
insurance 
r to with- 
ul benefi- 
\eir power 
; who are 
nefits but 


‘nee 
1 interest- 
it be done 
dio under 
hopeless 
Loan Life 
last from 
nt of the 
adia, Fila. 
Smith and 
some time 
ent of the 
man_ had 
tity betore 
e name ot 
S. D., and 
| from that 
arve Loaf 
ote H. ¢ 
representa 
ng that he 
io = station 
about | the 
‘ote under 
id secured 
station to 


this broad: 
| th’s tele- 
1 all infor- 
smith, my 
;. Florent: 
jis was the 
d of Smith 
shter, Mrs. 

was very 
n Life and 
her’s death 


ways, Mr 
e insurance 
» stations. 
thrift and 
lends itse!! 


City 

of Kansas 
a big drive 
sity, Tt 1 
10 of busi 

The drive 
~amnany 
indertakin® 
1] reach the 
, date 

over $1 





September 13, 1923 


Fred W. Potter Also a Speaker at the 










LIFE INSURANCE 


EDITION 








UDGE POTTS SUGGESTS 
OFFICIAL IN CABINET 


ormer Insurance Superintendent 
Says That Secretary of Insur- 
ance Is Needed 


HARLES S. DENEEN TALKS 


Banquet of the National Life, 
U.S. A. 





At the banquet of the $100,000 Club 
orces of the National Life, U. S. A., in 
yhicago last week, Judge Rufus M. 
otts of that city, former Illinois in- 
urance superintendent, predicted that 
n the near future there will be a secre- 
ary of insurance in the Cabinet of the 
resident of the United States. Such 
n official, he said, is needed because of 
he great magnitude of the business 
nd its relationship to the public. An 
bficial of this kind, he said, is needed. 
In addition to Judge Potts, former 
xovernor Chas. S. Deneen of Illinois 
nd former Insurance Superintendent 
red W. Potter of Illinois were pres- 


nt. 
Webb Was Toastmaster 


After the dinner Madam Talbott of 
alifornia beautifully rendered some 
ongs. After this W. E. Webb, super- 
intendent of agents of the National Life 
bf U. S. A., introduced the various 
peakers. Judge Potts’ talk dealt with 
he question of educating the general 
bublic as to the necessity of insurance. 
ie said that at the present time prac- 
ically the sole medium of spreading 
he gospel of insurance was the insur- 
nce journal. It is the only organ for 
ducating the agent, and that’s the gen- 
ral public. The agents are the people 
hat tell the people about insurance. 
he task of the insurance journal is a 
tupendous one. One of the most diffi- 
ult matters with which the supreme 
ourt has to deal is that of insurance. 
ali the greatest difficulty is encoun- 
red in defining accurately the term 
surance. Judge Potts expressed the 
ope that in the near future insurance 
ould be instituted as a curriculum in 
€ public schools. At present it is 
hught in a few colleges throughout the 
ountry, but has not as yet proved 
opular. 


Suggests Catastrophe Insurance 


Judge Potts said that there existed a 
W of imsurance averages. He advo- 
ated that a fund of catastrophe insur- 


ace be set aside to take care of 
lsasters such as those occurring in 
apan today. Insurance must exist 


here there is a deficit in property or 
SSession. 
It has at present been the duty of the 
Bents to be teachers. The average 
spect has a negative mind. The 
Bent should not only sell him a policy, 
ut should sell him the idea of insur- 
des He should bear in mind that he 
ber a public service. If his com- 
+ Is endeavoring to serve the public, 
rl out religiously its trusteeship 

ute st? reserves intact, such an in- 
my IS Sale and sound and is doing 

of great beneficence. 

Estate and State Builders 


vie insurance companies and agents 
. — builders and state builders 
cer they stand next to school 
“ sin building better citizenship 

NV Pred W of the business was voiced 
T. Potter « Potter. As a supervisor 
ph ~' said that he had been able 
Min © viewpoint of the insuring 
nd had a squint at all the com- 


GOES ON BRANCH BASIS 


AETNA LIFE’S CHICAGO PLANS 


S. T. Whatley Will Hereafter Be in 
Charge of the New Office 
in That City 


The Aetna Life is making a decided 
change in its life insurance operations 
in Chicago. Large office space has been 
secured in the Illinois Merchants Bank 
building, which will be in charge of a 
salaried manager. S. T. Whatley, agency 
supervisor of the Reliance Life in Pitts- 
burgh, goes to Chicago as manager of 
the new office of the Aetna Life. The 
Aetna Life has three life general agents 
in Chicago: Fred B. Mason, Percy D. 
Smith and John Angus Morrison; Mr. 
Mason in the Tribune building, Mr. 
Smith in the Lumber Exchange build- 
ing and Mr. Morrison in the Insurance 
Exchange. All these offices will be 
moved to the new quarters which will 
be very commodious. The change was 
arranged last week when Agency Sec- 
retary K. A. Luther from the home 
office visited Chicago at the time of the 
convention of the National Association 
of Life Underwriters. It is announced 
that a very aggressive campaign for new 
business will be inaugurated in Chi- 
cago. The Aetna Life is in a position 
to be a commanding figure and it will 
make itself known. 


Mason Agency a Pioneer 


The change in the policy of the com- 
pany at Chicago calls attention to the 
fact that the Fred B. Mason Agency is 
the oldest one in Chicago. It was started 
*n 1851 by Gurdon S. Hubbard, a year 
after the Aetna Life was organized. 
Through Mr. Hubbard, Policy No. 11 in 
the company was issued. He remained 
as head of the agency until 1860 when 
it became Hubbard & Hunt, and contin- 
ued until February, 1863. Lacy 
was then general agent. S. B. Raymond 
succeeded him, holding office until July. 
1871. Hunt & Goodwin were general 
agents, as also were Oviatt, Southwell 
& Co., Thomas C. Day, Paul & Mason, 
the jun‘or partner being Ira J. Mason, 
father of Fred B. Mason. Ira J. Mason 
hecame general agent in 1879, continu- 
ing to 1900 when he took his son Fred 
B. into partnership, the firm name being 
changed to Ira J. Mason & Son. On 
the death of the father, Fred B. Mason 
became the general agent. 

The general agency of Percy D. 
Smith is also one of the old-timers in 
Chicago, it having been formerly in 
charge of Thomas R. Lynas, who was 
manager for Wisconsin and Cook 
county. Mr. Smith went with the Lynas 
igency in 1892. The Frederic A. Lorenz 


RESERVE LOAN REPORT 
COMPANY HIGHLY COMMENDED 


State Insurance Departments of Vir- 
ginia, Indiana, Iowa, Kentucky, Mis- 
souri and Ohio Make Examination 


The Virginia, Indiana, Iowa, Ken- 
tucky, Missouri and Ohio departments 
joined in examination of the Reserve 
Loan Life of Indianapolis covering its 
transactions from Jan. 1, 1919, to Jan. 
1, 1923. In regard to death claims the 
report says: “In the opinion of your 
examiners, the company is to be com- 
mended for its promptness in the set- 
tlement of all just claims.” Its mort- 
gage loans amount to $4,221,446. The 
report says that the experience of the 
Reserve Loan on this class of invest- 
ment indicates very careful supervision 
and excellent judgment in the placing 
of mortgage loans. The average inter- 
est earnings on all mortgages for 1922 
was 6.51 per cent. 


Set Aside Mortality Fund 


The Loard of directors in December, 
1917, authorized for the following year 
that $100,000 be set aside from unas- 
signed funds to meet any liability on 
account of increased mortality by rea- 
son of war risk and to insure continued 
solvency of the company and its ability 
to carry out its contracts with each and 
every policyholder. This practice has 
been continued since 1918. 

The capital stock, $200,000, is all held 
by officers and directors and has never 
been offered to the public. Regarding 
the management, the report says: 

“The business management and af- 
fairs of the company are vested in the 
board of directors, all of whom are 
stockholders. The officers of the com- 
pany are reputable and experienced 
business men and are no doubt exer- 
cising their best efforts to promote the 
company and protect the interests of 
the policyholders. The heads of the 
various departments are all capable and 
experienced men who have been with 
the company for a considerable time.” 





consolidated with the Smith 
few years ago. 

The Aetna Life recently went on the 
branch office system in Cleveland, the 
general agency of Chapman, Jackson & 
Co. being discontinued, George Jackson 
being made manager. 


agency a 





Travelers Club Organized 
Travelers Club of Cleveland has 
been organided by agents of that com- 
pany. E. P. Moulton has been elected 
president, G. M. Humphrey, vice-presi- 
dent, and T. B. Aldrich, secretary. 


The 





reneral agency of the Aetna Life was 
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GREAT DEVELOPMENT 
IN RECENT PERIOD 


Some Characteristics in Growth 
of Life Insurance in Various 
Periods 








JOHN C. TORY’S SPEECH 





Popular Appropriation of This Won- 
derful System of Protection is 
Noted Throughout the Land 





John C, Tory, general manager of 
agencies of the Sun Life in a recent ad- 
dress called attention to the develop- 
ment of life insurance in the United 
States and Canada in 20 year periods 
and in Great Britain in 10 year periods. 
This is the schedule he has worked out: 


UNITED STATES 

Business in Force in 20-year Periods: 
PE secccnosevecéoscesasec $ 1,539,845,081 
SPU kobe Sdneseneeseséneee 7,572,802,805 
Een sevuetecesendaeevesesca 45,573,876,667 
New Business Secured: 

Be Goneéeneatecesoueceees $ 222,582,482 
SED cneeeescenvcesoeeecees 1,470,317,888 
BOER cecsvecececescsseseece 9,126,332,314 

CANADA 

Business in Force in 20-year Periods: 
Se 646060000060086%6060% $ 103,290,932 
BPE eeeseucesocesneseedace 463,769,634 
BPE cecseecscccenecesevone 2,934,843,848 
New Business Secured: 

SE Atunecucencesessceesee $ 17,618,011 
PEE 6600ednesnsoensesesces 73,899.22 
GRRE ccnccccescccecececeeces 528,193,352 


GREAT BRITAIN 
Business in Force in 10-year Periods: 


BEE cccocovcccecesucestess $ 2,730,829,489 
EE 06b0 00s60cseeesaseeuce 4,344,547,975 
SEED. 606s 6060004060080 00085 56,555,923,125 
BOSE. cccesocececeoecoscesce 8,458,927,100 
New Business Secured: 

SEE seh0ebaeenebeseaceeeds $ 318,314,185 
Ee neonnasessoesvanseases 594,010,460 


Mr. Tory shows that the more recent 
years have not only been a time of great 
extension in the growth of life insur- 
ance but it has been a period of great 
area of coverages as he calls it. A few 
years ago life men sold life and en- 
dowment insurance without much ref- 
erence to the actual need. Today in- 
surance applied to meet specific 
demands. He has prepared a schedule 
setting forth the present application of 
insurance to the needs of the times as 
follows: 


is 


1. Contingency Pertaining to Wife, 
Children or Other Dependents. 
(a) To provide a lump sum for dis- 


tribution by will. 

(b) To provide an 
for life or for children 
mature death of wife. 


income for wife 
in case of pre- 


(c) To provide for the education of 
children. 
(ad) To provide allowances for invalid 


or improvident child or ward. 

(e) To provide perpetuating allow- 
ances for dependent or semi-dependent 
parent, sister or brother. 

(f) To provide continuing annuities 
or allowances contingent on the life of 
the assured person. 

. . . 

2. Contingencies Pertaining to Special 
Obligations Created by Death 


(a) To provide cash funds to dis- 
“harge the special expenses involved by 
last illness and funeral. 

(b) To provide for domestic expendi- 
ture and household expenses during re- 
adjustment period. 

(c) To provide pensions or cash al- 
‘owances to faithful servants. 

(ad) To provide protection of assets 
from which income is derived, and their 
~reservation from forced liquidation. 


(e) To provide for successivun duties 
or inheritance taxes, - 
. . . 
3. Contingencies Arising Out of 
Business 
(a) To strengthen commercial credit. 
(b) To indemnify a partner or ser- 
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vant of unusual value, whose death 
would involve definite loss. 

(c) To protect an interest in em- 
ploying firm’s business or liquidating 
the interest of a deceased partner. 

(ad) To furnish funds for the purchase 
of the survivors of stock held by a de- 
ceased associate. 

(e) To maintain credit which other- 
wise would be impaired by the death of 
a partner or proprietor. 

(f) To provide cash or annuity funds 
for employes and the avoidance of com- 
passionate and discriminatory grants. 

(g) To indemnify any life of value 
to concern by reason of influence, genius 
or experience. , 

(h) To replace capital withdrawn 
from a business upon the death of a 
creditor or partner. 

(i) To offset any adverse effect 
created by the death of any person con- 
nected with a firm. 

4. Contingencies Arising Out of Obli- 
gations Contracted During Life 

(a) To provide for liquidating debts. 

<¥) To provide for cancelling pro, 


erty mortgages. 
(c) To discharge building or 


shares, 
(d) To provide funds for the pay- 
ment of unpaid balances on stock and 


share holdings. 
(e) To satisfy guarantors and credi- 


tors. 

(f) 
value, 
5. Contingencies to Which Endowment 

Assurance May Be Applied 

(a) To provide a sinking fund against 
impaired earning power consequent upon 
old age. 

(b) To provide a sinking fund to 
meet obligations maturing at’ a future 
date or prior to death. 

(c) To provide for the establishing 
of a business or securing of a business 


interest. 
(d) To provide for patrimony or mar- 


rlage dower. 
(e) To provide funds for the educa- 


tion of children. 
(f) To provide funds for the retire- 


ment of bonds, 

(gz) To provide for charitable be- 
quests or establishing endowment for 
public institutions. 


Popular Appreciation of Insurance 


- Another characteristic of the present 
period wh'ch Mr. Tory finds is the 
great popular appreciation of life in- 
surance which has developed: During 
the war the United States government 
placed on the lives of its men in the 
service over $40,000,000,000. In the 
United States and Canada workmen’s 
compensation insurance is required in 
all industrial enterprises. 

Another characteristic of the present 
period has been the tremendous ac- 
cumulation of wealth on the part of life 
companies. In 1881 the assets of com- 
panies in the United States and Canada 
amounted to $424,171,192. Twenty 
years later it was $1,782,241,789. In 
1921 it was $7,488,923,078. Of this 
“amount $2,600,000,000 was invested in 
mortgages, $2,640,000,000 in railway se- 
curities and $1,000,000,000 in policy 
loans. 

Present Trend of the Business 


Mr. Tory devoted some attention to 
the present trend of the business. He 
finds more scientific methods are being 
employed in connection with the secur- 
ing and training of agency organiza- 
tions. Mr. Tory says that the turnover 
in employment is still too great and 
there is great waste of time and effort. 

Mr. Tory says that agency managers 
feel that there should be more power 
and efficiency developed in the agent 
and therefore a number of avenues have 
been created for the better training of 
agents, such as school courses, com- 
pany training schools, field service bu- 
reaus, psychology tests and so on. 


Lapse Ratio Is Heavy 


Mr. Tory called attention to the tre- 
mendous lapse of business. He said that 
in Canada during 1922 the lapsed busi- 
ness amounted to $288,000,000 or prac- 
tically 50 per cent of the amount written 
that year. Conservation departments 
havé been established by the companies 
to cut down this great waste. 

Then Mr. Tory sees an increase in 
co-operative efforts. Companies are 


loan 


To maintain an estate at peak 





AGENCY MEETING HELD 


WEST COAST LIFE CONVENTION 


Number of Interesting Features Char- 
acterized the Gathering of the 
Company’s Leading Producers 


SAN FRANCISCO, CALIF., Sept. 
12—West Coast Life Century Club 
members held their annual convention 
at Lake Tahoe, Calif. with the largest 
attendance in its history. The meet- 
ings were more of an informal nature 
with the set addresses followed by 
discussions, The company announced 
many changes in the policy forms show- 


.ing a reduction in most of the nonpar- 


ticipating rates adding several new op- 
tions to the settlements. It announced 
a new endownment at 85 policy, an en- 
downment at 65, a more liberal phras- 
ing of the total and permanent disability 
clause, new term policies and several 
other more liberal clauses. 

The following were awarded gold 
watches for consistent weekly produc- 
tion for the past year ending June 30: 
Max Pease, H. ichiyasu, Kinro Morl, 
Alex M. Weber, Hiram Gragg and G. 
H. Albers of Texas. Albers won three 
prizes in all. 

Simpson Is President 


W. E. Simpson was again introduced 
as president of the club for the coming 
year, Gordon Thomson, vice-president, 
who explained the policy changes also 
told of the company’s plans for exten- 
sion of its group insurance department 
and the forms of group. West Coast 
methods were told by E. B. Ranse- 
housen, superintendent of the depart- 
ment. L. G. Saunders of San Francis- 
co made two addresses during the ses- 
sion the first being “My Two Homes” 
and the second, which was given on 
Friday morning was “The Approach.” 
He urged originality in selling. 

Other Talks Given 


G. D. Thomas of Los Angeles dwelt 
on the potentialities within the unde- 
veloped man. Lyle Smith of Salt Lake 
told of the duty of an agent to his com- 
pany and client. Guy C. MacDonald 
spoke briefly on his experiemces in sales 
promotion work in life insurance. G. S. 
Cutler explained the results of his effort 
in developing agency material and new 
business through the assistance of old 
policyholders. There were plenty of en- 
tertainment features, most of which 
were available at the famous Tahoe 
tavern where the sessions were held. 
The convention closed following a 
steamer trip about Lake Tahoe. 








working together in groups and in or- 
ganizations. Departments of companies 
have their separate organizations look- 
‘ng toward efficiency and greater knowl- 
edge. 

In the four periods which he presents 
figures he says there was a dominant 
note clearly sounded. In the first 
veriod there was growth without knowl- 
edge and little followed. In the second 
the get rich quick motive and crook- 
edness followed. The third period said. 
“Let us find a way to solid ground and 
safety,” and safety followed. The fourth 
veriod said, “Let us be big” and bigness 
followed. 


Stand at Parting of Ways 


Mr. Tory concluded as follows: 


We now stand at the parting of the 
ways. What is to be our theme for the 
future—the theme which gives power, 
harmony and effectiveness. It seems to 
me that we should write indelibly in the 
vrogram of our companies this very 
theme, making for the highest possible 
cooperative human service. The theme 
which lifts us above individual manage- 
ments, individual companies, and makes 
common purpose, tending to eliminate 
all destructive competition, and making 
for the greatest possible progress and 
the great possible usefulness in each of 
our individual companies. 





$200,000 CLUB ROSTER 
NEW YORK LIFE MEMBERSHIP 


During the Year the 887 Men Who 
Hit the Grade Wrote $255,- 
354,098 Business 


The New York Life announces the 
1923 members and officers of the $200,- 
000 Club. There are 887 members in 
this year’s club, they are paying for 
$255,354,098 insurance or an average 
per member of about $288,000. During 
the year two prominent members died 
they being Harry B. Rosen and William 
W. Bloomfield. Both died in the 
harness, Mr. Rosen writing $1,532,000 
up to the time of his death and Mr. 
Bloomfield, $343,750. 

Sylvan Levy of the Forty-fourth 
street office in New York City becomes 
president by writing $2,764,250 on 274 
applications which is the greatest presi- 
dential record in the history of the club. 
Mr. Levy is prominent in commercial, 
political and charitable circles of 
Brooklyn. He acquired a large ac- 
quaintance among the high grade people. 
He wrote only two $100,000 policies, the 
rest composed of $10,000, $25,000, and 
$50,000 cases and smaller. 

The leading vice-president at large is 
Isadore Spiegel of the Park Row branch 
in New York City. His record was 
$1,456,455. The next is A. M. Wilder, 
Shreveport, La., with $1,455,500.  Ar- 
thur T. Jarvis of Nashville is third with 
$1,106,000. William D. McGurn of 
New York City is next with $1,078,825. 
Alexander Dumas is next with $1,039,- 
He also comes from New York 


neo 


bo. 
City. 
Vice-Presidents of Departments 

Next come the vice-presidents of de- 
partments. Baer Horvitz is the leading 
vice-president of the Atlantic depart- 
ment, he coming from Pittsburgh, hav- 
ing a record of $794,530. Abram L. 
Libman of New York City is the vice- 
president in the eastern department with 
a record of $958,000. T. T. Gaddy of 
the Oklahoma branch is vice-president 
in the southwestern department with 
$924,000. Charles J. Morris of Chicago 
is vice-president of the central depart- 
ment with $883,500. Rudolph Bukeley 
*s vice-president of the Pacific depart- 
ment, he being in Honolulu. His rec- 
ord is $745,830. Barnett Holstein of 
New York City is vice-president of the 
Greater New York department, his 
record being $704,000. Burt M. Noland 
is vice-president of the southern depart- 
ment, his record being $647.750. He 
lives in Asheville, N. Car., and solicited 
90 per cent of its insurable people. 
Gust Bertner is vice-president of the 
eulf department being connected with 
the Little Rock branch. His record is 
$620,500. Percey A. Deacon of Hunt- 
ington, W. Va., is vice-president of the 
ereat middle department with $610,250 
He was a civil encineer in the service 
of the Norfolk & Western at Williams- 
town, W. Va., when he made his con- 
tract. Practically all his business wa‘ 
secured from men connected with the 
coal industry. Isaac S. Kibrick is vice- 
president of the northeastern depart- 
ment, being connected with the New 
England _ branch. He came _ from 
Odessa, Russia. He was put in prison 
for being a revolutionist and later was 
released by a manifesto, when all no- 
litical prisoners were let out of exile. 
He fled to this country in 1996, know- 
ing no English. He began selling news- 
napers, worked as a laborer. then as a 
shoe cutter. He attended aight school 
and studied Englsh. 

Frederick C. Moser of the Seattle 
hranch is vice-president of the western 
denartment. his record heing $580,250. 

Josevh G. Pollak of the Wisconsin 
hranch is vice-president of the north- 
western department. 


Harry 7. Stegel. one of the most active 
men on the Janesville. Wis., agencv staff 
of Pern Mutual. has heen married to 
Miss_ Elsie C. Moeser daughter of Mr. 
and Mrs. Harry Moeser. 





WHISKERS TALE TOLD 
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WELLS HAS RESPONSIBILITY 


New President of the National Lip 


Underwriters Association Speaks 
at the Closing Moment 


Graham C. Wells of New York, th 
new president of the National Life Un. 
derwriters Association, was called 
the front at the closing time of the big 
convention in Chicago last week anj 
told a whiskers story. He said: 

“May I just tell a story with an apol 
ogy to some from New York that may 
be here that illustrates my position her 
today. There was a certain old gran¢. 
father who had succeeded in raising; 
very fine beard and he was quite prow 
of it. One day his little granddaughter 
climbed onto his knee and she said 
‘Grandpa, how did you get that beard? 
He said, ‘It just grew that way.’ Sh 
said, ‘Doesn't it get in your way? Whi 
do you do with it at night?’ He ha 
never thought what he did with it z 
night, and it kind of bothered him. 4s 
the time approached for him to retire 
he began to try to think what he did d 
with his beard at night. When he acte- 
ally retired his beard kind of got in his 
way. He tucked it in his pajamas ani 
buttoned it up and it still was in hi 
way. He became whisker conscious 
with the result that he finally got » 
and cut off his beard. I am _ having 
something growing on me that there & 
a great responsibility resting upon ne 
only me but the association. 

Should Render Greater Service 


“We have learned something of th 
possibilities of service in connectict 
with our great institution of life insu 
ance associated with other great inst 
tutions, like the banking and the char 
itable institutions that you have hearl 
about since you have been here. If wi 
go away from this place and do 1 
render a higher and better service dur, 
ing the coming year, we might bette’ 
not have come. We ought to work o 
a higher plane. 

Destructive Salesmanship 


“I want to confess to: you the cot 
structive, fine work that is evidenced lj 
the high-class program that we ha 
heard here and the responsiveness of ™ 
audience, on the one hand, to the # 
structive idea on the other, of surrendtt 
ing the man’s policy for the resem 
value. That is becoming too prevales 
I am sorry to say, among a certain claq 
of salesmen. I want to say as we! 
out from here, let us all go with 
spirit of trying to utilize to the full - 
make effeective in the largest poss 
way these great constructive ideas @ 
life insurance salesmanship, and so ov 
come evil with good.” 


Arrest in Kansas Life Deal 
Carl J. Peterson, state bank comm 
sioner of Kansas, has been arreste: 
the charge of conspiracy to defrag 
Mrs. Gertrude Hills, a widow, ant’ 
son James of $1,500 of stock of : 
Kansas Life of Topeka. It is chart 
that agents for Peterson trade¢ © 
Hills some almost worthless 0 
for the Kansas Life stock. al 
The arrest reveals the old row ne 
the Kansas Life. When W. H. 
man was removed as secretary = 
company there was a great contes 
to buy the stock of the com 
obtain control. There were 
stories told of the alleged f . 
fairs and management of the er M4 
in the effort to obtain control © 
stock. In the Peterson case 't a 
charged that the financial condtt 
the Kansas Life was entirely To 
sented by the agents seeking 
the stock for stocks of doubt! 
acter. The stock traded to the ™. 
said to be worth only 50 cents oh P 
at the present time, while Kansas 
is selling at around $14 a share. 
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3G LEADERS GATHER 
AT THE CONVENTION 


Massachusetts Mutual Agency As- 
sociation Is Meeting at 
Swampscott 


MANY SPEECHES ARE MADE 


President W. W. McClench Gives Some 
Facts as to the Investment 
Policy of the Company 


SWAMPSCOTT, MASS., Sept. 12.— 
ix hundred representatives of the 
Massachusetts Mutual Life, with 75 
adies gathered here this week for four 
days’ convention of the agents asso- 
jation connected with the company, it 
being the thirty-first annual gathering. 
Beautiful weather with clear views over 
across the ocean, golf courses in fine 
ondition, and many entertainment fea- 
ures contributed to making the conven- 
ion highly enjoyable. 

Several arrived early, including John 
H. Dingle, of Chicago, who brought 20 
puests in a special car. He was center 
on the Dartmouth football team a few 
rears back and with him was “Eddie” 
art, who played for Princeton at same 
ime. John W. Yates recently sent to 
ake charge of the Detroit office to suc- 
eed the late C. W. Pickell was an- 
pther early comer and was given a fine 
eception at the opening session when 
e was introduced, 

President Ward H. Hackleman of In- 
lianapolis opened the first business ses- 
ion. He paid a tribute to President 
larding and asked the convention to 
ise for a few moments in tribute to 
he late President and in memory of 
.W. Pickell. 

President MeClench’s Talk 


President W. W. McClench of the 
ompany extended a cordial welcome to 
he convention and gave a few facts as 
0 investment policy of the company. 
The home office, said the president, is 
bout the only real estate investment 
he company had made. But it has 
any real estate mortgage loans, in fact 
hat class constituted the bulk of its in- 
tstments. The company has a unique 
cheme of its own on salaried men who 
end in loan applications. There is a 
Treat demand now for loans and the 
ompany is glad to meet the demand for 
ome loans. He has great confidence 

the railroads and the company bought 
ailroad securities as the railroads are 
ssential to insure the prosperity of the 
country. The company endeavors al- 
ays to comply with the laws of the 
lates on investments, it is its desire and 

Urpose to diversify its investments and 
et the largest yield commensurate with 
alety. It has great faith in another in- 
‘stment not mentioned {in statutes, its 
eency force. The agency force sup- 
ies the life blood of the company. 

Medals were Presented 


Eight Veterans, including agents and 
r office employees, were then called 
P efore the convention and presented 
: als m recognition of having served 
p years with the company. Joseph C. 
a superintendent of agencies, pre- 
DE L- medals to William M. Roche, 
a | ifield, M. J. Reilly, C. H. Angell 
a F. J. Bemis of the home office, and 
¥ pillings, Grand Rapids, Mich.; 
Fay arnard, Cleveland; F. L. Hend- 

8, Danville, II. 


Life Insurance as Investment 


sj O. Fisher, Peoria, Ill, and 
¥ie Blake, Philadelphia, spoke on 
. t investment and 
Mr. Figher said that agents 


Surance as 
RVings, S an 
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HERBERT M. WOOLLEN 
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sO many ae “ee for life insur- 





The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 
JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 











THE NATIONAL 


UNDERWRITER 




















SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President 
INSURANCE IN FORCE, JUNE 30, 1923 


ADMITTED ASSETS 


SURPLUS PROTECTION TO POLICYHOLDERS 
PAID TO POLICYHOLDERS SINCE ORGANIZATION 


THE ROOKERY, CHICAGO 
$45,500,000 
5,137,208 
422,185 
4,065,756 


Good Openings in Sixteen States for Personal Producers, General Agents and Managers 


Address: 


S. W. Goss, Vice-President. 











Totaland Permanent Disability 





A RAPIDLY INCREASING AND A GRAVE PERIL 





It is increasing because we are all becoming specialists and are losing our 
earlier economic independence. It is increasing too because of the 


strenuous nature of modern life. 


It is grave because 


our defense against it is limited. 








NDER the existing social program, our indi- 

vidual and family necessities are covered through 

that universal medium of exchange called 
MONEY. This is a relatively new program. 

Some of our grandmothers knew how to spin, to 
knit and to weave; some of our grandfathers raised 
flax and wool, tanned leather, made their own foot- 
gear, and built their own houses. Under such condi- 
tions little money was used or needed. Each family 
then produced and manufactured a large proportion 
of the necessaries of life. A few do that still. Down 
in the mountains of Kentucky the women still know 
how to spin and weave. If under such circumstances 
people have less, they are more independent than 
those in richer communities, and they are less affected 
by the ups and downs of business and by personal 
misfortunes, They live their lives less in terms of 
money and more in terms of food, clothing and 
housing. 

Our people as a whole have for a century and a 
half been growing away from that independent, self- 
supporting family life. The division of labor has 
been going steadily on until most of us do but one 
thing. We produce values of some kind, turn them 
into money, and with that money buy from others 
what we need. We manage our lives in terms of 
money. 

Few people in those early days were ever “out of 
work.” Those words had no terror for them; but to 
be “out of work” now for a few months means trou- 
ble for most of us and want for some. As we now 
live, an assured income is the great necessity. Since 
we must pay for most of the things we use—because 
they are produced by others—an income from some 
source is the only thing that stands between many 
of us (and our dependents) and actual want. 

While we are young and strong we can manage 
the income. But how shall we protect our depend- 
ents AND OURSELVES in case we are totally and 
vomenon® disabled? 

THE TOTAL AND PERMANENT DISABIL- 
ITY OF THE BREAD-WINNER UNDER OUR 


CIVILIZATION IS AN INCREASING AND A 
VERY GRAVE PERIL. ITS CONSEQUENCES 
ARE SOMETIMES MORE SERIOUS THAN 
THOSE THAT FOLLOW DEATH ITSELF. 

There is only one sure protection against this peril, 
where the bread-winner’s strength and productive 
ability represent the capital of the family. That pro- 
tection is Life Insurance. If the bread-winner dies 
yp insured the policy produces an income, 

UT under our present contracts, issued to Class 
A Risks only and for limited amounts, IF THE 
BREAD-WINNER HIMSELF BECOMES A BUR- 
DEN through total and permanent disability before 
age 60, the policy also covers that: it yields an im- 
mediate income of Ten Dollars monthly for each 
$1,000 of insurance carried, with no further pre- 
miums to pay. 

If the disability is, as a matter of fact, finally over- 
come, the policy, with no lien against it because of 
disability payments, has every value and right that 
it would have had, at that time, if the disability had 
not occurred, if all premiums had been paid, and if 
no money had been borrowed on it. It may now be 
continued in full force by the payment of premiums 
as before. 

If the disability is not overcome, the full face of 
the policy will be paid at maturity. 

Disability Benefits are as epochal in Life Insurance 
as Non-Forfeiture was when the New York Life (first 
of all the Old-Line Companies) adopted it sixty-three 
years ago; they meet industrial and social necessities: 
THEY PROTECT THE INSURANT. 

Beyond the benefits of loan and cash values, a 
strengthened credit and the moral consciousness of 
duty done, a policy of Life Insurance has not hitherto 
protected the insurant. The great purpose of the 
policy was to protect someone else after the insurant 
was dead. TOTAL AND PERMANENT DIS- 
ABILITY IS LIVING DEATH. The policy covers 
that and protects the insurant as well as the family. 

Ask a NEW YORK LIFE agent to show you a 
sample policy. 











NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 














HARRISON B. SMITH, President 








CHARLESTON 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 
George Washington Life Insurance Company 


WEST VIRGINIA 











ance as protection they did not stress 
But prospects can be 
shown life insurance proceeds as inveg. 
ment, are sure to mature, can be pwr. 
chased on the installment plan, and r. 
No taxes need 
They are free from fluctuation; 

Principal 
Not even; 
bank or trust company could offer such 


investment side. 


quire no attention. 
paid. 
and are always increasing. 
and interest are both safe. 


a proposition. 


Mr. Blake argued men should mak 


an investment in their best asset, them. 


selves, that they might pass themselye: 


on at par at death. He outlined the ad 
vantages of the general compulsion t 
pay life premiums over straight bank 
savings, the possibilities of income form 
of insurance, deferred annuities and jn. 
come bonds. 


W,. M. Benton Spoke 


Wrayburn B. Benton, assistant super. 
intendent of agencies, made a strong 
plea for income insurance and use oj 
options rather than lump sum payments 
He quoted from the company’s records 
to show $15,000,000 out of $19,000,0W 
of insurance in the company called for 
lump sum payments. Options A and) 
were the most favored in the company 
He emphasized the need of care ani 
conservatism in looking out for inexperi- 
enced beneficiaries by giving best kind 
of policy. There were fewer “not 
takens” in policies written on the in- 
come basis than the lump sum. The 
lapse ratio was lower on income policies. 
Forty to fifty requests come weekly to 
change over from the lump sum to in- 
come payments. Even small policies 
should be on the income basis. Options 
can be made to suit all purposes, there 
being great flexibility. 

Bokum on Insurance Trust 


Norris H. Bokum of Chicago spoke 
of the insurance trust plan of banks 
and voiced as the principal objection 
the very complex and wordy forms used 
The scheme had great possibilities but 
bank men should get together with life 


|} men and make up a form the public 


can understand, and which could be 
one quarter as long. The trust agret- 
ments were old style forms banks had 
been using and were not suitable. 
The annual dinner was held with 7 
at the tables. President McClench pre 
sided and the speaker of the evening 
was Capt. Irving O. Hay, U. S. A, 
tired, the original of Richard Harding 
Davis’ book, “Soldier of Fortune.” 


Fifty Years’ Service 


What probably will prove the evento 
the convention, was the presentation @ 
a medal to the veteran, Fred C. Sa 
born, of Boston. Mr. Sanborn was ” 
years old today and it also marked ti 
50th anniversary of his connection wl 
the company. President McClenct 
called him before the banqueters a0 
presented him a solid gold medal i 
50 years’ service. Then Charles . 
Gammons of Boston presented Mf 
with a library clock, the gift of 
Boston Life Underwriters Associate! 
and finally Joseph C. Behan. super 
tendent of agents, presented him 3 
massive grandfather’s clock as 4 & 
from general agents of the compat! 
Mr. Sanborn was somewhat overcot® 
by the repeated presentations but * 
sponded happily and was warmly # 
plauded. FE 

There was golf on the Tedesco - 
Salem courses. Tomorrow aiftern® 
the ladies will meet in convention 
themselves for some business talks. 


Other Speakers 


H. I. Davis of Atlantic will ote 
the go getters tomorrow afterne e 
Frank G. Hodskins of the home ct 
Assistant Actuary Harry ©. "Hal 
George K. Jones and Miss Louise 
of Boston spoke Wednesday a 
I. H. Offner of Milwaukee, a , 
Stumes of Chicago, Irving R. £ Sprit 
Chicago and Joseph C. Behan © p 
field speak Thursday. mobil 

Friday there will be an re it 
ride to Gloucester and a clamba! a 
which the convention will be adjou 
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OHIO NATIONAL 
AGENTS IN CONVENTION 








Annual Rally of Builders’ Club 
Held at Ottawa 
Beach 


TEMPLE MADE PRESIDENT 





Heads Producers’ Organization—Busi- 
ness Sessions Hear Stellar Talks 
by Leaders in Profession 


W. C. Temple of Dallas was elected 
president of the Ohio National Life 
Builders’ Club at its convention held at 
Michigan, last week. 
Other officials are Freeman Essex of 
Middletown, vice-president; E. O. 
Macha of Cleveland, secretary-treasurer. 
Agents qualified who had written and 
paid for $100,000 or business in the year 
ending June 30, 1923. 
Milholland Welcomes Members 


J. W. Milholland, president of the 
Builders’ Club for last year, welcomed 
the members at the first session on 
Thursday morning. Mr. Milholland 
has been with the Ohio National since 
1912, and is now the oldest agent in 
point of continuous service with the 
company. He recited briefly the history 
oi the company, praised its underwrit- 
ing and investment policies and the 
executive leadership of former President 
Bettinger and President Appleby. Mr. 
Appleby, who followed with an address 
on “A Challenge,” traced the develop- 
mena of civilization from the beginning 
to the present day and showed how life 


Ottawa Beach, 














insurance was a natural result of a 
growing demand for greater certainty 


of protection for the individuals in 
society. N. E. Glassbrook and W. A. 
Harper were other speakers at the 


Thursday morning session. Recreation 
took the time of the delegates on Thurs- 
day afternoon and an evening dinner 
was addressed by Edward G,. Kirn, a 
director of the company. 


Discuss Agency Problems 


Freeman Essex of Middletown, W. M. 
Herbert of Lincoln, Nebraska; C. F. 
Wetzel of Cleveland, C. E. Shaver of 
Lansing, W. H. Otto of Fremont and 
E. F. Bromley of Clarksburg, W. Va., 
were speakers at the Friday 
Speaking on the subject, “Managing an 
Agency in a Large City,” C. F. Wetzel 
of Cleveland, declared that the funda- 
mental elements of successful manage- 
ment were selection of agents, educa- 
tion of agents, maintenance of agency 
morale, individual aid to agents in over- 
coming diyculties and preparing cases, 
furnishing of agency helps such as a 
series of selling letters for agents and 
service of the office to policyholders. 

W. H. Otto of Fremont, Ohio, said he 
was a believer in a limited amount of 
advertising in daily papers. During his 
first week at Fremont, he placed three 
ads in an evening paper there, together 
with his photo and found that it helped 
to establish himself in the community 
and enabled him to meet prospects ad- 
vantageously even as long as six months 
aiter the ads had appeared. He also 
advertised a special child’s policy in a 
Fremont paper and wrote one $3,000 
policy on a telephone call as a result of 
the ad. He watches probate court mar- 
riage license records and lists of mort- 
gages filed at the court house for leads. 
In selecting his bank at Fremont, he 
said he was careful to go to one where 
the president permitted no employee of 
the bank to solicit insurance. 

The evening dinner on Friday was ad- 
dressed by W. J. Olive, general agent 
of the Franklin Life at Holland, Mich., 


session. 


| 
| 
| 
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who gave a “Heart to Heart Talk to 
My Fellow Agents.” 

The formal business meetings of the 
club were then discontinued until Mon- 


day morning. Monday was open ses- 


| sion day except for a special address on 


“Mental Attitude,” by Mansur B. Oakes. 
Speakers at the final convention session 
Tuesday were G. C. Hill of Sandusky, 
on “Business Insurance”; C. R. Heber- 
ling of Dayton, on “Fitting the Policy 
the Individual”; W. C. Temple on 
one of the special Ohio National poli- 


to 


cies; E. O. Macha and E. J. Shotts on 
prospect lists; E. E, Pettyjohn of Kala- 
mazoo, on “The Value of Special 


Months” and R. H. Longwell, on “Our 
Arrangements for the Next Club Year.” 
Mr. Hill in discussing business insur- 
ance said that this kind of insurance was 
bought for the following purposes: One, 
purchase or re-purchase of ownership 
of business; two, establishing credit; 
three, for indemnity; four, establishment 
of a sinking fund; five, security of in- 
vestors. He said that in selling, care 
should be taken in fitting the argument 
to the position of the partner. Was he 
the moneyed man of the partnership or 
the practical man of the partnership? 
Was he the manufacturer or the sales- 
man of the firm? He said that he had 
sold business insurance on trained mem- 
bers of organizations on the theory that 
a death would mean a loss to the firm 
of the amount invested in the training 
itself. The firm might be able to re- 
place the man from material on hand 
but the training of the new man would 
take time and attention, all of which 
would prove costly and this could be 
compensated for by a business insurance 
policy. 
Macha Lists Prospects 


Speaking on prospects, Mr. Macha 
said that he did not count a man a 
prospect until he had called upon him 


and sensed his life insurance needs. He 
said it was impossible to determine 
whether a man was a prospect until 


~ 


HELP HOME COMPANY 


“BOOSTERS” BUY 


INSURANCE 


Members of New Sioux City Club Vol- 
unteer to Take $300,000 From 
Conservative Life 





SIOUX CITY, Ia., 
the first 
ganized 
is the Conservative Life 
| At a recent meeting of 
| members present voluntarily agreed to 
| buy $300,000 worth of life insurance 
| the Conservative Life This action 
came as a complete surprise to the com 


Sept. 11 
beneficiaries of the 
Club in 


One 
newly 
S10ux 
of this city 
the club the 


ol 
or 


Boosters’ City 





im 


pany officials, none of whom was at 
the meeting, or had been consulted in 
the matter. President Burton H. Sax 


ton of the Conservative Life was moved 
to make a public announcement through 
the newspapers of the company’s ap 
preciation of such splendid support 
President Saxton named his company 
after one of his own chief characteris 
tics, and while its growth has been slow 


there is great faith that the Conserva 
tive Life will progress to a real place 
in the insurance world. President Sax 
ton this year is filling the office of 
president of the Sioux City Rotary 
Club. 


this had been done. Aside from deter- 
mining the man’s life insurance need, 
has has to be physically, financially and 
mentally able to acquire ah insurance 
contract. 

All of the attendants at the conven- 
tion were given a special watch fob 
and a fountain pen. The watch fob 
was engraved with the amount of busi- 
ness written for the previous club year 
and the fountain pen was also engraved 








with the name of the owner. 








BANKERS LIFE INSURANCE COMPANY 


‘OF NEBRASKA 


Home Office: 
Assets 


Lincoln, Nebraska 


$22,900,000.00 





Bankers Life Insurance Company, 


Lincoln, Nebraska. 
Gentlemen: 


Policy No. 12891 held by me in your Company matured today. It was 
a Twenty Payment Life Policy for $5,000.00 and was taken at age 43. 
all paid you $212.50 twenty times or $4,250.00. Your check calls for 
$5,561.80 spot cash, or all my money back and $1,311.80 more than I paid you. 
The dividend on this policy was $2,462.70. 


had a Paid-Up Policy for $5,000.00. 


Mr. Hetrick wrote this policy for me 20 years ago today and paid it 
today. I am well pleased indeed with all my dealings with the Bankers Life 


Insurance Company. 
Thanking you, I am 


Yours truly, 


HIRAM F. COOL. 


Henderson, Iowa, July 27, 1923, 


I could have taken this and 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 





Name of insured 


Residence 








If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


Amount of policy.................$5,000.00 
Total premiums paid............. 4,250.00 
SETTLEMENT 
Total cash paid Mr. Cool......... . $5,561.80 


And 20 years insurance for nothing. 


Ca imnieid ee .....H. F. Cool 


........~-Henderson, Ia. 
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BETTER 
THAN 
THE 
BEST 
Are you interested in liberal First Year Commissions ? 
Are you interested in non-forfeitable renewals? 
Are you interested in a direct Home Office contract? 
Are you interested in close co-operation and assistance? 
If you can show a clean record and wish to locate in the fol- 
lowing territory: Missouri, Illinois, Minnesota, Texas, Okla- 
homa, Kansas, Ohio, West Virginia, 


Get busy at once, write 


FRANK W. ENGEL, Agency Manager 


American National Assurance Company 


St. Louis, Missouri 














SI HE Chicago National 
Life Insurance Com- 
pany has special in- 
ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 





Five thousand leads received last 
month from our stockholders. 


Chicago National Underwriters Co. 


GENERAL AGENTS 


202 So. State St. Chicago, IIl. 























PEOPLE’S LIFE RALLY 





AGENTS IN ANNUAL MEETING 





Field Forces of Indiana Company Cele- 
brated 17th Anniversary— 
Set Goal High 





The annual agency meeting of the 
Peoples Life of Ind.ana came to a close 
last week at the home office in Frank- 
fort, Ind., the conference being featured 
by pledges for $12,000,000 new business 
in 1924, presented by the agents at the 
banquet. Agents from Indiana, Ohio, 
Illinois and Michigan united at the home 
office with the officials and home office 
staff in a brilliant homecoming. More 
than 125 were present for the two-day 
business session. 


Banquet a Brilliant Affair 


The annual banquet on the evening of 
the second day was the feature of the 
convention. A series of rapid fire busi- 
ness getting talks were given by leading 
producers of the company and general 
agents of other companies, present as 
guests. Before the evening closed the 
agents had made individual pledges to 
total $1,000,000 monthly for the coming 
year. Announcement was made by A. 
C. Louett, manager of agencies, of the 
organization of a “Plico Club,” member- 
ship in which will be determined by the 
principal production of the agents. Sales 
totaling $50,000 a year entitle an agent 
to a first degree membership in the club; 
sales amounting to $100,000 to a second 
degree membership; and sales amount- 
ing to $200,000, to a third degree mem- 
bership. Members of the club are to be 
given bronze, silver or gold buttons, 
according to their respective degrees. 

In addition, a beautiful silver cup is 
being offered for the agent whose pro- 
duction shows the greatest percant of 
increase over his production of last year. 


Celebrated 17th Birthday 


During the banquet, a huge birthday 
cake was presented to the company by 
the Ohio agents, in commemoration of 
the 17th anniversary of its founding. 
The cake was adorned with 17 candles 
which were lighted by Ray Snyder of 
Columbus, spokesman of the Ohio dele- 
gation. 

A splendid address was delivered by 
Dr. McCarty, company medical director. 
Dr. McCarty praised the agents highly 
and sounded a note of optimism. 
Thomas Ryan, company attorney, also 
spoke briefly. Mr. Ryan emphasized the 
value of insurance and told of the agent’s 
need of the confidence of community. 
E. D. Hodge of Frankfort scored the hit 
of the evening with a poem tracing the 
history and development of the Peoples 
Life. F. Elwood Leonard of Indian- 
anolis, general agent of the Lincoln 
National Life, told of the regard in 
which the company is held. George D. 
Snyder told of the great prospects for 
the coming year. Among the other 
speakers were T. W. Shimp of Portland, 
and Dr. S. S. Werth of Chicago. 

The banouet was brought to a con- 
clusion by E. O. Burget, secretary and 
general manager. Mr. Burget thanked 
the representatives for their splendid 
work and predicted even greater suc- 
cess for next year. 





Merchants Life Agency Meeting 


At the annual agency convention of 
the Merchants Life of Des Moines, held 
at the home office, all states in which 
the company operates were represented. 
Two of the top-notch producers, J. E. 
Morrison. Grand Rapids, Mich., and W. 
P. Damon, Dallas, Tex., both half mil- 
lion dollar producers, attended. At the 
business session W. E. Bilheimer of 
St. Louis addressed the agents. Presi- 
dent W. A. Watts expressed his gratifi- 
cation over the interest and enthusiasm 
displayed by the large number of rep- 
resentatives of the company in at- 
tendance. 








WILL BE AGGRESSIVE 


AETNA LIFE TO PUT ON STEA\y 












































Officials of the Company Met Leadin 
General Agents at Dinner in 
Chicago Last Week 

















General agents of the Aetna Life wh 


attended the dinner given by the con - 
pany officers in Chicago last week at th Onet 
time of the National Life Underwrite; the , 
Association convention were interested fi cons 
in the comment of Agency Secretary 100 
K, A, Luther, who has just completed eek 
a two months’ trip. The Aetna Litil ove: 
will put its participating business on if parne 
3% percent reserve basis, Jan. 1. Thilo» 4 
of course will materially decrease thi duc; 
rates. No announcement has been mak fim wore 
as to whether decreases will be maki meth 
in the nonparticipating rates but som pany 


of the general agents are inclined ti jems. 
think that such action will be taken I comp 
If this be the case the Aetna Life will form: 
be in a position that will be very for. 
midable. President Brainard and Vice. 
President Bushnell both attended th Pri 
dinner. Mr. Luther stated that thi open 
policy of the Aetna Life would be mor J sess‘ 
aggressive than ever in its life depart mort 
ment. Every agent is expected to be of York 
his toes and exert himself to the utmost J ton’s 
The agency ranks of the company wil devel 


be strengthened in a number of points J offer 
Where it is felt that there is weaknes J actua 
or a let down in any way, steps wil ™® lems 


be taken to bolster up the defense ani i held 
put a hard hitting machine in the field § ance 








a itt w 
BUY INSURANCE WITH BONUS “har 
jority 

. h 
Kansas Life Men Report Good Success in ! 
in Interesting Ex-Service Men gram 

in Purchase were 

the 

was 


TOPEKA, KANS., Sept. 11.—Kansas & vario 
life insurance men are cashing in on eral | 
the payment of the Kansas bonus. Some & tract 
of the general agents for life companies J hand 
assert that their business the last hali Man 
of this year bids fair to beat all previous 
records. The bonus payments bega Woo 
Aug. 20 and nearly $10,000,000 had bee: & .:, 
paid out by the state up to Sept. 1. It of B 
is expected that it will take until abou 
the first of the year to complete th 
payment of the $32,000,000 authorized t0 A. 
be paid the ex-service men. The me. BR} that 
will each receive from the state $1 10° BR leq } 
each day actually in the service of th BB of +), 
world war. cially 

The life men who went to work 0B Gene 
the ex-service men with a propositio! BB prog: 


of saving their bonus money and put & licita 
ting it where the money would do them Bi ment 
the most good in later years have beet B now 


able to write a heavy business and at @% curin 
continuing to write it. The agents beg Pany 


working just after the legislature a - 
journed. Many of them took the note a 
of the ex-service men for the premiums One 


and others carried term insurance unt! _ 
the bonus is paid. Many of the soldiers 





paid two to five years’ premiums in a — 
vance and put all of their bonus mone) a | 
into life insurance. ‘The 
Aside from life insurance and othe a 
forms of savings it is asserted that th Th 
next largest share of the bonus Wh Be 
into homes. A comparatively sm wan 
number bought motor cars. ing 
of th 

Consider Canadian Code Piere 


- h 
A conference is being held at Mon Ost ; 


. p fs) : 
treal in connection with a model life 4 The. 
surance code to be presented for disct® ” : 
sion at the annual meeting of the reg 
dian Bar Association, which pq OR 
Montreal next week. The Canadian i Hp 
Officers Association, Canadian - 
Presidents Association, Canadian pes analy 
ternal Association, the Life Insure 








\- INst¢- 
Presidents Association and the oe morn 
cial department of insurance of aie tahla 
have all been represented at the ©0 in M 
ence. W. 7 
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ESSIVH HAD RALLY AT QUEBEC 





N STEAMI GENTS HELD BIG ROUND-UP 
et Leadini§ connecticut General Educational Con- 
— ference Gathered Over 300 for 
K Five-Day Session 
a Life wh The annual educational conference of 
y the com the Connecticut General Life, held at 
week at the Quebec last week, Sept. 4-8, was one of 
nderwrites Mj. most interesting and profitable ses- 
> interestel cons the company has ever held, over 
’ Secretary 300 gathering at Quebec for the busi- 
complete ness meet ngs. The business program 
Aetna Lif wovered three days and a seriousness and 
sIN€SS On aM earnestness was apparent on the part of 
in. 1. Thif .) throughout the sessions. It was an 
ecrease thi educational conference and the agents 
been maki were present to glean business getting 
ll be madi methods and to learn more of their com- 
s but somiM pany and its field methods and prob- 
inclined tf lems. Complete satisfaction with the 
be taken company’s program and ovftlay of policy 
a Life will forms was expressed by all. 
pore = Huntington Opened Convention 
tended the President Robert W. Huntington, Jr., 
1 that thi opened the convention on the business 
ld be mor MM sess’on of the convention on Wednesday 
life depart-(™ morning. Charles J. Goulden of New 
ed to be of York responded to President Huntine- 
the utmost ton’s greeting, outlining the ‘company’s 
mpany wilf™ development and the opportunities now 
r of points J offered all the agents by it. J. M. Laird, 
s weakness ( actuary. spoke on the company’s prob- 
steps wil lems and told of the eminent position 


held by the company in the life insur- 
ance business. Throughout the program 
it was noted that the committee in 


lefense and 
in the field 


I BONUSM charge had brought forward, as a ma- 
jority of its sneakers, the young blood 
in the profession. Some of the veterans 

20d Success HF in the avency ranks were on the pro- 

se Men gram, hut in the main the discussions 
were handled by the newcomers among 
the comnany’s leaders. The prozram 
was divided into general discussions on 
11.—Kansas various robles, the first being a gen- 
hing in on eral review of the scone of all Ife con- 
onus. Some §% tracts issned hy the company. This was 
. companies f handled bv E. H. Hezlett, assistant ac- 
re last hai /™ tary. and S. B. Lindsay of Buffalo. A 


general discussion on the commercial 
accident program was handled by A. P. 
Woodward. secretary in charge of the 
accident denartment, and Albert Smith 
of Baltimore. 


all previous 
ents begai 
0 had beer 
Sept. 1. It 
until about 
ymplete the 
uthorized to 

The mea 
state $1 ior 
vice of the 


Group’ .Insurance Big Topic 


A disevssion of narticular interest was 
that on eronp and emploves insurance, 
led by W. I. King, secretary in charge 
of the eroun department. It was esne- 
cially broneht out that the Connecticut 


tO work on veneral has exnanded and develoned its 
propositio® HS Program of aid'ne the agent in field so- 
ry and put: licitation. partienlarly in the develon- 
ld do them BR ment of ronn business, wntil the agent 
; have beet BR now showld have little difficulty in pro- 
ess and att HM Curing this class of business. The com- 
gents begal Pany Iovates the nrospect, develons the 
slature a BE desire thennoh nersistent advertising and 
k the notes then turns the lead over to the agent. 
e premiums losely aliad with this discussion was 
rrance untl ME that on advertising service, led by F. 
the soldiers “« Rarrett of the home office. IT. F. 
jums in a¢- anfiman nf M'nneanolis explained the 
onus money BE Methods nsed in ohtainine nrosnects bv 
Creulrizine. Annther discussion on 
- and other bh he Pact Tre of Cirenlars” was given 
ed that the AL T Shictey of Pittshurgh. 
bonus welt 4 he Thursday morning session, in 
vely $ — G_E. Ru'tley, vice-president 
ine Omen 2 talk on “The Tnereas- 
of the Anco ses 2nd Reenonsihititiee 
‘ode lerce at pan wa eats action. . $3 
BB host atc ‘odelnhia and G. A. Brede- 
ld at Mon Pg 1 Calimhes O fed in a dieenecinn 
odel life ™ het, meneral suhiect, “Education” 
for discus Be C vaine af weelty renort cards and 
f the Cana- i COMM MHA sraduction idea were de. 
h meets n Stoned the 7 R. Gaevin of Columbre 
nadian Life is A Priore af Mantnelier. Vt and 
sdian Lite A Tavan of Puitadelnhia, Danatd 
adian Fre analy 2" OF Detenit nresented an 
, Insuranc ieeaen of what constitutes a mndaen 
the prove oat ra The Thursdav 
of Ontario tahle wx Seccinn Clancad with aA ened 
the coniet- . ran an “Antaal Roneriences 


in Matin. c., 
W. pa Gudeo 
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Where to Go for the Best 


Material for Life Salesmen 


S. FABLING of Denver discussed 
J the subject of selecting the best 

* agency material at the meeting of 
tue National Lite Underwr.ters Associa- 
tion at Chicago. He said: 

“I think sometimes that I know little 
about buding a city agency, but in 
building a country agency I| have had 
more or less success. One of my first 
requirements of a man in the country is 
that he will move into the territory he 
is going to work and become a _factor 
in that territory. I am pleased if the 
man will join the church, if he belongs 
to some of the fraternal bodies, if he 


will take an interest in the civic life 
in the district in which he is going 
to live. 


“Some 20 odd years ago when I went 
in the business, the first trip 1 made | 
bought a iong excursion ticket from 
Denver to Salt Lake City and return, in 
which I had 60 days to make the re- 
turn trip. I got home and had seen a 
lot of wonderful scenery and visited a 
number of towns but I realized I had 
scattered. I commenced to rack my 
mind as to what was a successful meth- 
od of developing territory. My mind 
turned back to the success of the Meth- 
odist Church in the middle west in the 
middle of the nineteenth century when 
it had what it called saddle-bag men or 
circuit riders, who went into a terri- 
tory and milled around through that ter- 
ritory holding a revival once every 60 or 
90 days. I hit on that as the key-note 
for agency building in the rural terri- 
tory. 


Lay Out a Circuit and 

Then Visit It Regularly 

“I tell that story to my prospective 
men. 1 say you select a territory, and 
in our western country the territories 
are scattered and we are interested in 
a man who can write business in towns 
from 500 to 10,000. You select the place 
in that territory you want to live, then 
you lay out a circuit and you visit that 
regularly. If the town justifies 10 days, 
put in 10 days there every 60 days. If 
it justifies three days, put in three days 
in that town. He comes back home to 
the larger center where he lives and 
puts in two or three weeks. He is home 
frequently, he is with his family, he has 
prestige in his home town and yet he 
gets to his outside territory frequently 
enough to become a factor. He does 
not get stale in any territory. To me 


the story of the circuit rider of the 
Methodist Church as told the men in the 
territory has been a method of leading 
men in the outside territory to success. 
But invariably taboo the city man going 
out in the country and coming back to 
town. I insist on the man living in his 
territory and making himself a factor 
in the territory he tries to work.” 
* » a7 


Question Asked as to Best 
Age for New Life Men 


Mr. McConnell of Los Angeles said: 

“May I ask a question? I read a 
great many articles and discussions as 
to age of selection. I don’t believe that 
has been touched on. I would like to 
have you ask of the previous speakers 
what is the method as to age and why.” 

J. Stanley Edwards of Denver said: 

“There isn’t much to age. The largest 
producer in my agency is over 60 years 
of age. However, I am not arbitrary 
as to putting that out as a rule. Has 
any one a suggestion as to what is the 
best age for the agent to start in the 
business? Of course, I think we all 
agree it would be ideal if he could start 
at a younger age if he is sufficiently 
grounded.” 

C. L. Winey of the 
Life, Chicago, said: 

“I want to give you one little concrete 
illustration of the Mutual Trust of Chi- 
cago. Every agent, whether it is by 
correspondence or personal interview, is 
required to fill out in his own handwrit- 
ing application for his agency, giving 
former experience, age, number of de- 
pendents, and some other information 
which we want. We have that on file. 
Then before we give any one a contract 
we go over this carefully. 

“We find that one thing that gives 
us a pretty good indication to this man 
is his former experience and what it 
has been. If he has been a salary slave 
where he has been merely the boss’s 
understudy, we are almost tempted to 
let him go right away, especially if it 
is by correspondence. 

“Another thing we bring out is the 
location. If he is a fellow that has had 
a personal contact with the people in 
the community—because next to preach- 
ing the everlasting gospel is the preach- 
ing of life insurance—he is more sym- 
pathetic and we find he is more suc- 
cessful.” 


Mutual Trust 








inheritance tax insurance, R. S. Hart of 
Utica, N. Y., of term insurance on a 
permanent plan, M. Pomeroy of 
Holyoke, Mass., of income for wife and 
ch'ldren, and F. A. Nurre of Cincinnati 
on business insurance. 

On Thursday evening an extra ses- 
sion was held, at which time prizes for 
continuous production were presented. 

Discussed Disability 


The Friday morning session was in 
charge of A. P. Woodward, secretary in 
charge of the accident department, a 
general discussion on life disability un- 
derwriting being led by George Good- 
win, assistant secretary. The subject was 
then reverted again to group insurance, 
W. I. King of that department discuss- 
ing the company’s plans. Sunerintendent 
of Agents G. E. Risley discussed the 
weekly allotment idea and the value of 
weekly allotments was further discussed 

y J. G. Oglesby of Rochester, N. Y., 
and W. L. Wyatt of Pttsburch. The 
fall program was outlined by H. R. Hill 
of the home office and then the contrib- 
utorv plan in eroun insurance was taken 
up bv E. C. Tavlor of the home office 
and L. M. Rockwell of Elmira, N. Y. 
The value of nersonal contact in eroun 
work was dieencsed hv T WW Ruceell 
af the home office and S. K. Mitchell of 
Phitode'nhia, President Hentineton 
elnced the hreiness sessions of the con- 
vention on Fridav wth a mecsace of 
anti~is~ and good-cheer to the entire 
agency forces. 


Start Advertising Campaign 


The Aetna Life, Aetna Casualty and 
Automobile of Hartford are soon to 
launch an extensive national advertis- 
ing campaign. Full pages will be run 
monthly in carefully selected list of na- 
tional magazines. The publications to 





be used are the “Saturday Evening 
Post,” “Literary Digest,” “American 
Magazine,” “Scribners,” “Atlantic 


Monthly,” “Century,” “Harpers,” “Re- 
view of Reviews,” “World’s Work.” 
The Aetna’s publicity department will 
co-operate with the advertising agency 
in handling the campaign. David Van 
Schaack, director of publicity of the 
Aetna companies is in charge. 





Northwestern Union About Ready 


The Northwestern Union Life of Ot- 
tawa, Ill, is now closing up-the details 
of its organization work and expects to 
begin writing business the latter part of 
this week. A good number of men has 
already been attached to the agency 
force and the present field, Illinois. is 
well covered. The company will con- 
fine its operations to Illinois at present, 
though it will extend its territory later. 
It w'll also confine its writings to non- 
participating business for the present, 
though particinating will be added very 
soon and a full line of policy forms and 
features will be added to its line. 





AWAITING JAP NEWS 


NEW YORK LIFE HAS MESSAGE 


Hears of Safety of Managers, Though 
Records Doubtful—Life Com- 
panies Heaviest Losers 


_NEW YORK, Sept. 12.—The New 
York Life has not heard directly from 
its Japanese manager, Charles Bryan, 
since the earthquake, so that fears for 
his safety are still entertained. A cable, 
however, has been received from Harry 
Manley, assistant manager, who sent it 
from Kobe, 100 miles from Tokio, stat- 
ing that he and his wife and daughter 
are safe, and indicating his purpose to 
return to Tokio as soon as possible. He 
said that Mr. Bryan was safe “after the 
quake,” but that he would probably be 
unable to communicate with the home 
office on account of chaotic conditions. 


Fear Records Lost 


The company was housed in a mod- 
ern steel and concrete building, and its 
records were kept in modern steel cases, 
but there is, of course, some doubt as 
to whether or not these have been pre- 
served. 

_The Japanese manager, Mr. Bryan, is 
highly regarded by the home office of 
the New York Life. He has been with 
the company for nearly 20 years. Al- 
though an Englishman, he has devel- 
oped the New York Life’s business 
along American life insurance lines, the 
business being written by full-time life 
insurance salesman. One of these is 
writing over 1,000,000 yen a year in life 
insurance, which is just as hard a figure 
to reach as $1,000,000 in America, al- 
though the quotation for the yen is now 
49.8 cents. 

The New York Life carries a busi- 
ness of about 45,000,000 yen in Japan, 
representing 15,000 policies, 

A daily newspaper reporter, calling at 
the New York Life office, had been 
asked by his managing editor to enquire 
if there were any earthquake clause in 
Japanese life insurance policies. This 
question would seem absurd to anyone 
acquainted with American life insurance, 
and, of course, there is no such restric- 
tion in the life insurance policies written 
there. There is, however, one restriction 
not found in American policies, and that 
is a clause permanently relieving the 
company of liability in case of suicide. 
If novelists depicting the fatalistic Jap 
have pictured him correctly, perhaps this 
is a wise inclusion. 

Life Companies Heaviest Losers 


Gilbert Weldon, formerly manager for 
the American Foreign Insurance Asso- 
ciation in Japan, in commenting on con- 
ditions there, said that the life insurance 
companies and accident companies 
would probably be greater loss payers 
as the result of the earthquake than 
would the fire insurance companies, 
owing to the strong earthquake exemp- 
tion clause included in fire insurance 
contracts. This is largely a distinction 
without a difference, however, as in 
Japan, the insurance companies follow 
the English system and write all lines 
of insurance. 

The life insurance business is only 
15 or 16 years old there, said Mr. Wel- 
don, and as a consequence, the reserves 
of the life companies are not as well 
seasoned. 

Among the companies doing a life 
business are the following prominent in 
insurance circles: Meiji, Teikoku, Nip- 
pon, Taiyo, Kyodo, Kvosai, Jinju, and 
a number of others. The statement of 
business for 1922 is just ahout now be- 
ing published, or may have been about 
the time of the earthquake, as their year 
ends June 30. The figures of a few of 
these companies at the beginning of 
1922 show the business they were carry- 
ing. For instance, the companies had 
in force at that time—Ninpon, ven 322,- 
800,000; the Teikoku, yen 229,022,000; the 
Meiji, yen 190,162,000. A yen is worth 


| 49.8 cents. 
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Stimulating Patriotic Spirit 


Presipent Epwarp D. Durrietp of the 
PRUDENTIAL addressing the field 
workers of that company calls attention 
to the fact that Sept. 17 will mark the 
136th anniversary of the final approval 
of the constitution of the United States 
by the constitutional convention which 
sat in Philadelphia for a number of 
months. He suggests that it is a fitting 
time to stop in the whirl of business 
“government of laws and not of men.” 
“Government of laws and not of men.” 
Therefore, he contends that these land- 
marks of history should be used as a 
source of inspiration and encourage- 
ment for men to carry on the principles 
and spirit of the forefathers who founded 
the government. The present genera- 
tion should perpetuate it not only un- 
impaired but improved. 

President Duffield sends out a pam- 
phlet to his agents in which is published 
the constitution of the United States. 

This is a departure from the ordinary 
publicity material. The Prupentrav is 
supplying copies of the constitution in 
this form to schools or any other or- 


in 


ganization which have use for them. 
President Durrirtp in concluding his 
letter to superintendents, managers, 


agency organizers and so on says: 
With marvelous compactness of state- 


Women Become More Favorable 


WomeN are becoming far more liberal 
in their attitude toward life insurance 
than they have in the past. For some 
reason, women have looked upon life 
insurance as a forerunner of death. It 
has brought to their minds the distress- 
ing situation that might come at death. 
Others have felt that money should not 
be spent for life insurance when there 
are so many other demands. Women 
are now looking upon life insurance 
simply as one means of creating an es- 
tate that has no more to do with death 
than ‘lands, bonds or what not. All 
these possessions come into ownership 
of someone else at time of death. 

Life insurance is being discussed by 
women’s clubs. The general federation 
of women’s clubs. is emphasizing the 
importance of providing for the educa- 
tion of children. THe Jonun Hancock 


How Much Did He Leave 


Anout the first question that is asked 
when a man dies is, how much did he 
leave? That indeed is a very vital ques- 
tion. Neighbors, friends and relatives 
are all interested to know how the fam- 
ily will be looked after. But few people, 








ment, the preamble of the constitution, 
which we quote below, defines the basic 
principles upon which our system of 
government rests, and the six points it 
covers will always be the vital needs of 
the nation: 

“We the people of the United States, 
in order to 

“Form a more perfect Union, 

“Establish justice, 

“Insure domestic tranquility, 

“Provide for the common defence, 

“Promote the general welfare, 

“And secure the blessing of liberty to 
ourselves and our posterity, 
“do ordain and establish this constitu- 
tion for the United States of America.” 

On the last day of the constitutional 
convention, after the delegates had af- 
fixed their signatures to the immortal 
document, Benjamin Franklin was asked 
to deliver a valedictory. Turning to the 


speaker’s chair, he pointed to _ the 
carved decoration on the back of it—a 
design of a half sun with the rays 


radiating in a semi-circle—and speaking 
briefly, he closed with these words: 

“Many times during the troubled hours 
of the convention I have gazed upon this 
design and wondered whether it were 
the symbol of a rising or a setting sun. 
With the final adoption of this docu- 
ment today I now have faith to believe 
that it is the symbol of the rising sun.” 

Every true American citizen shares 
with Franklin the belief which he so 
eloquently expressed, but it behooves us 
all to charge ourselves with a greater 
responsibility for the public welfare and 
to do our full duty as individuals in 
maintaining American institutions at 
their highest point of efficiency, forever 
safe from all attack. 





Mutvat Lire in commenting on this 
activity of the women predicts that 
something will come out of this edu- 
cational insurance program, for these 
women’s clubs are famous for carrying 
through what they undertake. 

The Jonn Hancock believes, too, that 
because the women’s organizations are 
getting in line on life insurance and ac- 
quainting themselves as to its functions, 
many a woman whose attitude is a 
stumbling block to life insurance today 
will be the strongest ally of the agents 
in the future. 

Doubtless, many wives of agents are 
helping to pave the way for a more 
favorable reception on part of the 
agents. They study the business and 
especially keep track of activities of 
various kinds that suggest new pros- 
pects. 


comparatively, amass a fortune or are 
able to make investments that will take 
care of their family when they are gone. 
Life insurance is the only means where- 
by a large number of folks can ade- 
quately provide for their loved ones. 


H. O. Fishback, insurance commis- 
sioner of Washington ‘state, who is 
president of the National Convention of 
Insurance Commissioners, has held his 
present position since 1912. He was 
elected on the ticket at that time, was 
re-elected in 1916 and again in 1920. In 
September, 1921, he was made _ vice- 
president of the National Convention of 
Insurance Commissioners, was chosen 
first vice-president in 1922 and _ suc- 
ceeded to the office of president on the 
retirement of Platt Whitman from the 
insurance commissionership of Wiscon- 
sin in July of this year. He was elected 
president at the recent Minneapolis 
convention, 

Mr. Fishback has been prominent in 
politics. He was elected state senator 
from Lewis county, Wash., in 1908. He 
was named as one of the committee of 
five from the legislature of 1909 to in- 
vestigate several state departments. 
This work occupied about a year. Mr. 
Fishback is a native of Rochester, Minn., 
where he was born April 24, 1859. He 
married Sally R. Hargis at Pierre, S. 
Dak., in 1884. His family aside from 
the parents consists of one daughter 
and four sons. He lived at Rochester 
until he had attained his majority and 
then went to St. Paul and Minneapolis 
and from there to Pierre. In 1899 he 
moved to Tacoma, Wash., where he was 
engaged in banking. He served as city 
treasurer until June, 1899. Then he re- 
signed and moved to a farm in Lewis 
county, Wash. 


Charles A. Morrill, general agent 
for the John Hancock at Kewanee, 
Illinois, died at his home last week, 
aged 64. Mr. Morrill was one of the 
John Hancock veterans, having been 
with the company for more than 30 
years. He was well known throughout 
his section of the state. 

First place in both written and paid 
for business for August production by 
the general agencies of the Lincoln 
National Life was taken by the O. D. 
Douglas General Agency of San An- 
tonio, Tex. The comparatively young 
Texas agency produced $1,245,000 of 
examined business for the month. The 
California agency, headed by H. G. 
Everett and which has been the leader 
for several months, was a close second. 

Insurance Superintendent Thomas J. 
Houston of Illinois has been in a hos- 
pital in Chicago suffering from throat 
trouble. Mr. Houston had his tonsils 
removed and later contracted a cold. 
This necessitated a second visit to the 
hospital. He was laid up for about 10 
days. Mr. Houston was unable to 
attend the convention of the National 
Association of Life Underwriters in 
Chicago. He was scheduled to repre- 
sent the insurance commissioners con- 
vention at the banquet and speak, but 
had to decline on account of his phys- 
ical condition. 

Benton M, Johnson, a member of the 
A. F. McGuire agency of the Conti- 
nental Life at Jonesboro, Ark., has 
stepped out in front for the honor of 
being the first to qualify for the 1924 
Clic Convention. While the boys were 
attending the 1923 convention Mr. John- 
son was at home sawing wood and wrote 
$56,000 during that period. Since that 
time he has added $15,000 to his total. 
He is a strong contender for the first 
place in the Stay-at-Home contest. 


Oliver C. Miller, who has been vice- 
president and general manager of the 
Central Life of Des Moines, and who 
now succeeds the late George B. Peak 
as president of the company, was the 
only paid employe of the Central Life 
when he began his career with the com- 
pany, receiving as his first month’s sal- 
ary a $5 check. The time-worn check, 
under date of April 3, 1897, and bearing 
the signature of the late George H. Carr, 


now vice-president and counsel of th 
Central Life, holds a place of honor up, 
der the glass on Mr. Miller’s desk today 
When Mr. Miller joined the Central Lif 
in the first year of its existence it hag 
less than $1,000,000 of paid for busines 
and assets of $1,000. He has thus see 
the company grow to its present staty 
of $120,000,000 of insurance in force ané 
assets of $15,000,000. Mr. Miller be 
came vice-president in 1917 and gener 
manager in 1921. There will be n 
other changes in the official family ; 
the Central Life just at this time. 

John P. Stake, superintendent 
agents, will continue to handle the out. 
side agency work for the company. He 
began with the Central Life in 1900 a 
has appointed a large number of th 
company’s leading agents. He put A.( 
Larson of Madison, Wis., the company; 
leading general agent, in the life insu 
ance businesg. Dr. T. C. Denny, secre 
tary and agency manager, will continw 
in the same capacity as before. Mr 
Miller, Mr. Denny, Mr. Stake an( 
George C. Buck, superintendent 6 
lowa agents for the Central Life, a 
attended the annual meeting of the Ne 
tional Association of Life Underwrites 
in Chicago last week. 

Francis R. Stoddard, father of Super 
intendent Francis R. Stoddard, Jr,, oi 
New York, died at the summer hom 
of his daughter at Plymouth, Mass., last 
week, his death following within a fer 
months that of his wife. Mr. Stoddard 
was a native of Plymouth and was edu 
cated at Phillips Exeter Academy ané 
Harvard. He was a bank cashier i 
Boston for 25 years and later wentt 
Buffalo where he became treasurer @ 
the Sherwood Manufacturing Company 
Of late years he has been engaged 





banking in New York City. He was 
one of the founders of the Massachv- 
setts Society of Mayflower Descené- 


ants and deeply interested in_historicd 
and genealogical matters. 


Isaac Miller Hamilton, president 0 
the Federal Life of Chicago, who has 
been spending some time at the Paci! 
Coast, left San Francisco last week for 
Los Angeles on his way to Chicago. He 
has been visiting J. E. Herrin, loa 
manager for the company at San Fra 
cisco. 

A great majority of the people wi 
attended the banquet of the Nation# 
Life Underwriters Association at th 
Drake Hotel last week in Chicago wet 
not cognizant of the strain under whi 
the hotel management was placed. Th 
waiters threatened a strike after ™ 
first course had been served. The mat 
agement of the hotel imported a _st#® 
of waiters from the Blackstone Hote 
which is under the same ownership, a 
when these reserves arrived the str 
movement evidently subsided. 


F. A. Carlstedt, now in charge of ™ 
Prudential ordinary office in St. Pat 
is gradually adding to the force in 
office, A recent addition is Joseph © 
Anderson. This St. Paul office is un? 
the management of H. J. Vincent ® 
Minneapolis. Mr. Carlstedt reports bu 
ness as good this year and as show 
a marked improvement since July } 


Charles Jerome Edwards of \ 
York, general agent of the Equitab™ 
of New York and former president © 
the National Association of Life 4” 
derwriters, paid a deserved tribute . 
the late Richard D. Bokum, for m@ 
years general agent of the Mutual Bent. 
fit Life in Chicago, at the last session 


the National Life Underwriters “\r 
ciation, held in that city last week. 4 


Edwards was presiding over «Be 
posium and Norris H. Bokum, oF th 
kum & Dingle, general agents wicag? 
Massachusetts Mutual Life in & ' 
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give the demonstration of one of the 
illustrations. R. D. Bokum was one of 
the best beloved men in the business 
and was prominent in the Chicago Life 
Underwriters Association as well as the 
national body. He was a man of charm- 
ing personality and had a host of friends. 
When Mr. Edwards introduced Norris 
Bokum, he expressed the gratification 
that it gave him to hear from a son of 
one of the great leaders in the move- 
ment in years gone by. 

At the time the elder Bokum was 
prominent in the Chicago organization, 
others that took a leading part were L 
Brackett Bishop, manager of the Massa- 
chusetts Mutual Life, at Chicago; Wil- 
liam D. Wyman, president of the Berk- 
shire, who was then manager of the 
company in Chicago; Danford M. 
Baker, vice-president of the Pacific Mu- 
tual, who was then Chicago manager; 
J. W. Janney, general agent of the 
Provident Life & Trust; Dr. S. L. 
Fuller, manager of the old Washington 
Life; Fred B. Mason, manager of the 
Aetna Life; Charles B. Soule, manager 
of the Union Central Life; H. S. Dale, 
manager of the Union Mutual Life, and 
others. 


Clifford L. McMillen, of McMillen & 
fF Associates, home office agency of the 
Northwestern Mutual Life at Méil- 
waukee, has been named chairman of 
the campaign to be put under way 
shortly by the Centralized Budget of 
Philanthropy to raise a fund of $700,000 
to finance Milwaukee charity and social 
work during the next year. Various 
agencies are affiliated with the budget 
and a single drive is put on each year 
to raise funds, instead of having sev- 
eral individual drives by each agency 
throughout the year. 

This month marks the beginning of 
the 24th year of service of A. L. Saltz- 
stein as general agent for the New Eng- 
land Mutual Life for Wisconsin and 
northern Michigan. Mr. Saltzstein 
looks back over more than 30 years’ 
experience in the business of life under- 
writing. On Sept. 1, 1900, when he be- 
came general agent, the total business 
of the company was less than $100,000,- 
000. Today it is over $700,000,000. The 
business of his agency was then a little 
more than $500,000, while today it is 
over $30,000,000. 


The Bankers Life of Iowa shows how 
a double indemnity policy is very valu- 
able even to the young policyholder. 
Charles A. Clark of Assumption, IIL, 
who was not 17 years of age, took out 
a $1,000 20-payment life policy with the 
double indemnity benefit on July 2 of 
this year. He was drowned Aug. 5. 

is mother was the beneficiary and 
received under the double benefit clause 
82.000. He was drowned while swim- 
ming with other boys in a creek near 
his home. 


Thomas R. Hill, superintendent of 
agencies of the Provident Mutual Life, 
who was taken ill at the Chicago con- 
vention, is threatened with paralysis and 
-- now at the Presbyterian Hospital, 
Philadelphia, under careful observation. 
The Numerous inquiries regarding his 
condition shows the high esteem in 
which he is regarded. Mr. Hill, 59 years 
old, has been with the Provident since 
April, 1897, except for a year and a half 
absence exploring Alaska. He began 
&S special agent in the Philadelphia 
“gency, became Omaha general agent in 
1914 and wes anpointed superintendent 
°F agencies April 10, 1916. 
elit lather, Dr. Thomas Hill, pre- 
I ed Dr. Charles Eliot as president of 
Harvard University. The son inherited 
ee ater in scientific matters. He 
United Si wide exnerience with the 
cate ren ~ reodetic survey that he 
dropped 4, ced. “T helieve that if I were 
obs cad wwe anywhere between Can- 
before | ae evlf I could locate myself 

Thic b ad enone 10 miles. 
rest to eee has been a_ valuable 
dune one” Hill in managing the Provi- 
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John Wanamaker’s Insurance 


From the John Hancock “Signature” 


HE death of John Wanamaker whose 
stores in Philadelphia and New York 
have become famous the world over, called 
attention to the fact that he was one of 
the heavily insured business men. It is 
reported that he carried $3,000,000. 

It is pertinent 
to take note of e e 
the factors which Stuyvesant 4700 
led Mr. Wana- 
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the credit was of more moment than the 
cash premiums involved. 

One thing of interest in this connection 
is that Mr. Wanamaker believed in carry- 
ing endowment insurance as well as ordi- 
nary life. Many of these endowments he had 
already realized 
in cash, as in case 
of one in the John 
Hancock. The 








maker to interest 


himself in life in- lt Is Almost a 


surance, because 


it bears directly Bring Up a Family 


upon what is 


being developed in affluence and for its master 
tosuchanextent JI} or chief not to arrange his af- 
at the present fairs so that they shall not be 


time, in the life 


insurance busi- exposed to sudden 


ness. poverty in case of death, when, 
At a critical by forethought and the help 
point in his busi- of substantial insurance com- 


ness career Mr. 


Wanamaker real- panies, he can put 


ized that he was aside out of his earnings for 
operating upon a the mother and each child 
cash basis which, without being dishonest with 


in and of itself, 


: his creditors. 
was not sufficient 


to carry the In many instances known to 
credit necessary f']] the writer the wife has been 
to conduct a 9} the best partner the man had, 
and helped him materially in 
He therefore making his business_a. success 


business of large 
proportions. 


concluded to take (Signed) 


out a large line 

of life insurance 

and very soon 
found in actual } 

experience, that 


he could trade September 1, 1921. 


more success- 


































amount of ma- 
tured endow- 
ments was very 
substantial. 

For many years 
it was thought 
not necessary for 
very rich men to 
carry life insur- 
ance. Even to- 
day this notion 
prevails to some 
extent. But 
Mr. Wanamaker 
looked at it ina 
different light, 
and many of our 
richest and most 
successful men 
now carry very 
substantial a- 
mounts of life in- 
surance, prima- 
rily because they 
realize that fi- 
nance and invest- 
ment at its ver 
best, carries wit 
italarge element 
of insecurity, 
while life insur- 
ance is safe and 
secure. 

It is always 


Crime to 


and severe 


something 














fully on the 
credit created by 
this insurance. 
Mr. Wanamaker stated that as a result 
of taking the life insurance he made 
more profit than if he had placed the 
amount ee for life’ insurance pre- 
miums in his business. In other words, 





LiFe INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


Home Office Building, 197 Clarendon Street, Boston, Massachusetts 

























worth 100 cents 
on the dollar 
payable immedi- 
ately, without legal entanglements. No 
man, however rich or sagacious, can really 
afford to be without an amount of life in- 
surance proportionate to the interests which 
his wealth and business success represent. 
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The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be attained ° 
through a permanent connection. The companies that stay are the companies that pay 


the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, ee Harry H. Orr, G al 
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Maximum Security to Treaty Holders 
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{] Years ago wheat was the index 
for national prosperity. Today dairy 
And Wis- 
consin is the first dairy state in 


products equal wheat. 


North America. 


Come to Wisconsin with 


Nati geonalye 
(Gardian if 


Home Office, Madison, Wis. 


We do not “bind” our 
agents. Under the 
Square Deal Contract 
we give them just that; 
if they find a better 
they can leave without 
Jorfeiting a nickel. 











PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 











Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 











| Las Cruces, 
| state agent for the International Life 
| and is working on a state-wide organ- 
| ization. 
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W. B. BURRUSS HAS RESIGNED 





Leaves Kansas City General Agency of 
Provident to Devote Time to 
Platform Work 





William B. Burruss, of Segur & Bur- 
rruss, general agents of the Provident 
Mutual Life at Kansas City, has re- 
signed, effective Oct. 1, but will remain 
in the service of the company, with 
which he has been connected for 19 
years in various sections of the country. 
The agency will be carried on, at least 
temporarily, by F. W. Segur, the other 
member of the firm. Mr. Burruss is 
widely known as an inspirational orator, 
particularly for his fine address on 
“Shakespeare, the Salesman,” which he 
has given before numerous gatherings of 
life underwriters. Mr. Burruss has de- 
sired a change, in order to devote his 
full time to inspirational addresses and 
other publicity work for the company. 


H, W. Moore 

H. W. Moore. who until recently has 
been with the Travelers in Des Moines, 
has been appointed agent of the Mis- 
souri State Life in that city by Manager 
W. B. Thurman. He started his career 
as an agent for the Aetna Life. Since 
then he has been claim investigator for 
the Travelers and an adjuster for the 





United States Automobile of Des 
Moines. 

Howard-Oreckovsky Agency 
Charles BD. Oreckovsky, for the 
past seven years northern Munnesota 
manager of the Minnesota Mutual 


Life, with headquarters at Duluth, has 
consolidated his office with that of J. D. 
Howard & Co. of Duluth, under the 
style of the Howard-Oreckovsky 
Agency. The agency will handle fire 
and casualty lines in addition to life in- 
surance. Mr. Oreckovsky has been 
especially prominent in the Duluth As- 
sociation of Life Underwriters. 


John Bingham 
John Bingham, well-known banker of 
N. M., has been named 





The International has been 
licensed to do business in New Mexico 
for several years, but heretofore has 
made little effort to develop that state. 


| However. the recognition of the Mex- 
| ican government by the United States 


| throughout 





is expected to have a very wholesome 
effect on general insurance conditions 
the international border 
states, and Mr. Bingham has very op. 
timistic views on conditions there go 





far as the International Life is con. 
cerned, 
Jay Holmes 
Jay Holmes, field assistant of the 


Travelers at Omaha, has been appointed 
manager of the life and accident depart. 
ment in the company’s new branch of. 
fice at Wilmington, Del. 


J. A. Wood 

The Muskogee and Tulsa. Okla., life 
insurance agencies for the Aetna have 
combined under the management of 
J. A. Wood, with headquarters at Tulsa, 
J. A. Wood, the manager, will make his 
headquarters in the Exchange National 
Bank building at Tulsa. 








Launder & Stone 

Launder & Stone, a firm composed of 
George Launder and Shelton P. Stone, 
have been appointed general agents of 
the Minnesota Mutual Life for Kansas 
City territory. Mr. Launder was for- 
merly general agent for the Pacific Mu- 
tual. Mr. Stone formerly represented 
the Mechanics & Metals Bank of New 
York City. 





B. G. Oates 
B. G. Oates has resigned as business 
manager of the Clinton “Advertiser” at 
Clinton, Ia., to become district manager 
for the Pacific Mutual, to cover Cedar 
and Clinton counties. 


,C. W. Streeter 

Charles W. Streeter has been ap- 
pointed assistant agency manager for 
the Equitable Life of New York at 
Austin, Minn., ass‘sting Manager A. B. 
Gallager. Mr. Streeter has been cash- 
ier of the Farmers & Merchants State 
Pank in Austin for the past six years. 
The Equitable Life is enlarging its 
Austin office, taking over the entire first 
floor of the Babcock Building. 


J. F. Lardner, Jr. 


James F. Lardner, Jr., has_ been 
named general agent for the Register 
Life in Rock Island county, IIL, terri 
tory. Establishment of the agency 3 
in line with the company’s new ex- 
pansion program in Illinois, Ohio, Mich- 
igan, Kansas, Texas and Oklahoma. 
Mr, Lardner for four years has been a 
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FREE LIFE INSURANCE 


For 20 Years 


$1 RETURNED FOR EACH 80c 


deposited with the Company thruout 


This is one of the little presentation 
suggestions issued by the Service De- 


THE FEDERAL 


UNION LIFE 


A few desirable openings in Ohio, Kentucky, Illinois, Indiana 
Pennsylvania and West Virginia 
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iynior executive of Deere & Co., imple- | 
ment manufacturers. Other Illinois | 
general agencies are at Bloomington, 
Peoria and Springfield. 


Sage Leads Campaign 


John D. Sage. president of the Union 
Central Life, has accepted the chair- 
manship of the executive committee of 
citizens who will have charge of a 
campaign to ra‘se $600,000 to enlarge 
Bethesda Hospital of Cincinnati. 


JUDGE POTTS SUGGESTS 
OFFICIAL IN CABINET 


(CONTINUED FROM PAGE 3) 
panies Operating in the state. He has 
had to answer the question many times. 
“How is such and such a company?” 
‘Is it on the square?” He had been 
able to size them all up. He com- 
mended the National Life, U. S, A., on 
its integrity. 

Promulgates Social Justice 


Ex-Governor C. S. Deneen empha- 
sized the fact that life insurance was an 
institution for promulgating social jus- 
tice. He said that it distributes the 
burden of society. Life insurance is 
very comparable to law, said Governor 
Deneen. They both soften the blow in 
time of need. Governor Deneen said 
that by considering the life insurance 
business in America he could take an 
optimistic viewpoint of present-day con- 
ditions. He said that America has the 
largest number of policyholders of any 
country in the universe... Insurance is 
a universal institution that touches 
every race, locality and business. 


President Johnson’s Talk 


A. M. Johnson, president National 
Life, U. S. A., was the last speaker on 
the program. He assured the agents 
that the company officials were en- 
deavoring in every way to provide the 
men in the field with tools for procur- 
ing better and bigger business. The 
oficials are in sympathy with the 
agents. He expressed the belief that 
the National Life U. S. A. would next 
year write $50.000,000 of new business. 
He said, however, that he did not want 
the company to grow to such a size that 
itwould lose the common touch. Presi- 
dent Johnson told the agents that in 
order to succeed in the life insurance 
business they must really like people. 
If they didn’t they should get out of 
the business. He said that there had 
been a good deal of talk of the neces- 
sity of a salesman first selling himself 
to the prospect. Mr. Johnson, how- 
tver, would rather have this put in a 
sightly different way. He said that 
rather for the agents to sell the ap- 
pliant to themselves. President John- 
son closed his remarks by saying that 
the big producer must have morale, that 
indefinable spark, a confidence in him- 
self, personality, and tools with which 
to effectively carry out his business. 

Vice-President Robert D. Lay of the 
company spoke at the banquet. as did 
- M. Cartwright of THE NATIONAL 
UNDERWRITER, 


Hold Murder Vo'ds Benefits 


, The supreme court of Massachusetts 
2s handed down a dec‘sion, in line with 
the precedent of British court decisions 
holding that the beneficiary under a life 
"surance policy who murders the as- 
sured cannot receive the proceeds of the 
Policy, but that they shall go to the 
Mrsonal estate of the deceased. The 
fase is that of Slocum vs. Metropolitan 
we and the court held that Charles 
Miller cannot receive the proceeds of 
“endowment policy on the I'fe of his 
wie. either directly as beneficiary or 
indirectly by distribution of the estate 

he court held that as Miller killed his 
‘le, he raised a personal bar at law 
*ainst his recover‘ng under the policy. 
“t¢ amount of the policy was awarded 
® the administrator of Mrs. Miller’s 
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MAN may get very small results even if he does 
know what to do. 


‘va 


i ee 


The spirit he puts into his work so often means 
the difference between success or failure. 


It is pretty hard for a salesman to fall down on th? 
job when he is fired by the assurance that his Home 
Office is backing him to the limit. 


The fundamentals of the proper conduct of bu 
ness are first impressed upon the agent of The Lincoln 
National Life Insurance Company and then all the 
enterprise of the Home Office organization is given to 
the support of his work. This enthusiastic backing 
of his effort influences the conduct of his own service 
campaign and brings definite results. 


The enthusiasm which is a part of every Lincoln 
National Life action materially assists all who— 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $275,000,000 in Force 


Fort Wayne, Ind. 
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To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making ee & and creating a competence for 


For Contracts ete Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Most of by es yy claimants to whom we paid indemnity of $1,514,- 
924,33 for loss of tries or illness are still ad reg’ ly to 
their life are delivered by our own sa ready 
to avail himeelf of a be FS introduction to the claimant’s friends, or to 
Sta himeelf with the additional life protection he intends 


men to help deliver the 27,000 claim dra 
will ant sd during i933" Ht you want to make MORE MONEY a t — with 
satisfactory references will bring you full particulars. 


BUSINESS 1 MEN’S ASSURANCE COMPANY 
W. T. GRANT, Presi SAS CITY, MISSOURI 











1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Com of Stability and Progress, 
ety and Liberality 
Admitted Assets Insurance in Force 
Ss R eer $12,431,725.00 $ 67,326,327.00 
SS Sk reer . 44.995, 738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 


Address:—Home Office: Des Moines 








Acacia Mutual Life Associati 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 
We issue all Standard Forms of Old Line ~! Reserve Policies at Net 

Cost to Master Masons Only. 
To Agents who are Master Masons in good standing we offer: 
Liberal First Year C Cc thus insuring an 
income for life to permanent Acacia Agents. Reel Home Office Cooperation. 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 














“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 








To Men Who Will Recognize 
an Opportunity: 


WE are offering excellent territory surround- 

ing four Michigan cities, on a liberal General 
Agent’s contract, to men who can qualify as 
Managers and organizers. Communicate 
directly with 


The Ohio National Life Insurance Company 
The Company With A Big Surplus 
CINCINNATI, OHIO 

















STRESS CHIEF POINTS 


COLUMBUS MUTUAL BANQUET 
Number of Speakers Were Featured at 
the Agency Round-Up of the 
Company in Chicago 





The Columbus Mutual Life agency 
organization closed its annual meeting 
in Chicago last week with a banquet at 
the Sherman House. E., E. Besser, one 
of the general agents in Chicago, pre- 
sided as toastmaster in a most up-to- 
date way. Mr. Besser is versatile, spon- 
taneous and ingenious in handling post- 
prandial activities. At the banquet the 
first prize for the best paper presented 
at the convention was awarded to J. E. 
Foster of Coshocton, O. The first 
prize for the best oration went to E. R. 
Kuck of Sidney, O. 


Talking Points Are Stressed 


It is likely that the next meeting will 
be held in Columbus as a number of 
agents have expressed themselves as 
wishing to be at the state capitol. The 
companies own characteristics were em- 
phasized at the convention. President 
C. W. Brandon has worked out an in- 
dividuality for the Columbus Mutual. 
For instance stress is laid on the agency 
contract which gives every agent abso- 
lute interest in vested renewals so that 
they cannot be confiscated. An agent 
is given unrestricted territory. The per- 
fected endowment policy is a form that 
the Columbus Mutual is pushing where- 
in the estate or a beneficiary of the pol- 
icyholder gets the pure endowment in 
case of death of the holder. The Col- 
umbus Mutual also lays great stress on 
its policyholders’ dividends, making its 
insurance at very low net cost. Further- 
more, every man carrying a rate book is 
in fact a general agent as he is com- 
pensated for agents that he secures. In 
other words, Mr. Brandon is opposed to 
the man higher up having too tight a 
grip on the subagent. 

Boissard Was Speaker 

At the banquet, Geo. A. Boissard, 
president of the National Guardian Life 
of Madison, Wis., was the first speaker. 
He paid high tribute to President 
Brandon and said, “If you do one thing 
for the Columbus Mutual do two things 
for life insurance as an institution. It 
overshadows the company’s zest as 
civilization overshadowns nationality. 
There is a secondary benefit in life in- 
surance that is very often overlooked. 
Although the companies have resources 
of over $12,000,000,000, a great portion 
of this is loaned on mortgages, railroad 
a paved streets, hospitals, schools, 
etc. W. Christie of Cleveland, super- 
edt oh of agents of the United States 
Life of New York, was also called on 
for a talk. Other speakers were W. B. 
Burruss, general agent of the Provident 
Mutual at Kansas City, W. W. Mack 
of the “Weekly Underwriter,” N. H. 
Weed of the “Insurance Salesman,” 
Charles Dobbs of the “Insurance Field,” 
C. M. Cartwright and F. W. Bland of 
Tue Nationa UNbERWRITER. President 
Brandon closed the banquet with a char- 
acteristic talk of his. 


Report on United Mutual 

Report of examination of the United 
Mutual Life of Dallas, Tex., has been 
made public by Commissioner Scott. 
It was incorporated March 16, 1922, 
commencing business June 1, 1922. It 
operates only in Texas. 

It was reported by the examiner that 
from the books of the company it was 
impossible to separate the disability and 
double indemnity premiums. Attention 
was called by the examiner to the eco- 
nomical management. The company 
pays no salaries to anyone in conduct- 
ing its business, 

The financial statement as of July 31. 
1923, shows total income of $7,033; total 
disbursements, $4,871. Liabilities totaled 
$2,555 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 


Insurance in Force, $13,500,000 


H. H. STEELE, F. L. CONKLIN, 
President Secretary 


Cc. L. YOUNG, H. B. BEACH, 
Vice-President Asst. Sec. and Actuary 


J. L. BELL, W. H. BODENSTAB, 


Treasurer 1 Director 
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Only high-type men and women can obtain 
contract to repr t this c pany. 


Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
rect with Company backed by real co- 
operation. 








Cumrron Matongy Jacxson Mavonay 
President Vice-President 


A. Mosecey Hopxiws, Manager of Agencies 


Home Office Building 
1 N. BROAD ST., PHILADELPHIA, PA. 























HOME LIFE INSURANCE CO. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 17,369,835 
Payments to Policyholders and their 
beneficiaries in Death Claims, dow- 
ments, Dividends, 
Amount added to the Insurance Reserve 
DED ¢eneesnnsncgenasembeteenewee . 
Net Interest Income from Investment. 2,110,922 
$722,352 in excess of the amount 
required to maintain the reserve.) 
Actual mortality copestence 52.87% of 
the amount expecte 
BED GE De eecccescctecoccccess 232,163,052 
Admitted Assets 
FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The ~~ Nat. Bank 


Buildin 
CINCINNATL. OHIO 





| 

| 

HOYT W. GALE | 

General Manager for Northern Ohie 
229-233 Leader-News Building 

CLEVELAND, OHIO = 











THE PENN MUTUAL 


is national in the scope of its oper 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives 
-Back of your independence 1t 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia | 
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MORSE GIVES SUGGESTIONS 





Prudential Assistant at Pottsville, Pa., 
Presents Some Methods That Have 
Been Found Successful 





Methods that contribute to the success 
of an assistancy were recently discussed 
by D. G. Morse, detached assistant of the 
prudential at Pottsville, Pa. The assist- 
ant should in the first place instill in the 
agents the ideals, methods of transacting 
pusiness and the rules of the company 
for which they are soliciting business. 
He must create and sponsor a feeling of 
harmony among his agents, always com- 
manding respect and good will. 

There is a set program which the staff 
must work out and each agent is as- 
signed a portion of it to complete. Per- 
sonal instruction is given the agents in- 
dividually and collectively as the best 
means of carrying out the program. The 
assistant superintendent should accom- 
pany his agents and show them how to 
successfully carry out the schedule. 

“Knowledge Is Power.” An agent will 
act if he is sure of his step and has a 
thorough knowledge of what he is going 
to sell. Mr. Morse outlines the variots 
contracts on the blackboard, goes over 
them with the staff and answers any 
questions which may arise. The agents 
specialize on the form of policy which 
he has demonstrated. Unusual success 
has followed. 

Friendly contests are waged between 
the agents. This makes their work more 
interesting and gives them an added in- 
centive. Sometimes a staff is divided 
into teams and these teams compete for 
honors in both ordinary and industrial. 

Mr. Morse never leaves an agent to 
himself. At regular intervals he dis- 
cusses with the agent matters pertinent 
to his agency A progress card is kept 
and unfavorable conditions are noted. If 
the percentage of completed cases does 
not compare favorably with the number 
interviewed the agent is given instruc- 
tion on how to bring about the desired 
effect. 

When claims are settled the names and 
addresses of relatives are collected and 
distributed among the agents. The agents 


canvass the relatives and report each 
ease. This is a great service to the 
agents. 


Western & Southern News 


Eugene D. Stafford has been promoted 
from assistant superintendent of the 
Western & Southern at Fostoria, O., to 
superintendent of the same district. He 
has been with the company since Octo- 
ber, 1910, when he became an agent at 
Marion, O. Later he was made assistant 
superintendent at Oil City and three 
months later was transferred to Fostoria. 

Harold P. Cheseldine has been ap- 
pointed superintendent of the Western 
& Southern at Lansing, Mich. He started 
with the company as an agent and later 
was appointed superintendent. He has 
been a leader in both industrial and or- 
dinary. 

J. J. Adams of Covington, Ky., one of 
the well known agents of the Western 
& Southern, died recently, being stricken 


with acute indigestion, 

The following agents have been ap- 
Pointed assistant superintendents: O. B. 
Shotwell, Ann Arbor, Mich.; R. Simpson, 
Lebanon, Ind.; B. P. Diffily, New Castle, 
Ind.; C. W. Heald, Oil City, Pa.; M. N. 
Jordan, New Castle, Ind.; H. W. Gibbs, 
Rochester, Ind. 


These assistants have been transferred, 
a% follows: C. J. White, from Covington, 
Ky,, to Cincinnati, north; S. Gierard, 
‘rom New Castle, Ind., to Farrell, Ind. 


John Hancock Changes 


The John Hancock announces the fol- 
“wing agents promoted to assistants: 
‘ohn F. Arnold, East St. Louis (Alton 


detached) and Harry P. Kunsman, Cleve- 
land IT] 

Andrew A. A. Carroll is promoted from 
‘gent at Hyde Park to assistancy at 
Manchester, N. H., and Roland K. Robin- 
‘on, from agent at Malden to assistant 
‘uperintendent at Manchester (Dover de- 
tached), 
_Louis Deszo is changed from assistant 
ee at Cleveland II to cashier at 
— I; Andrew Dennehy, from 

Siier at Detroit II to same position 


NEWS OF PRUDENTIAL’S MEN 


Promotions and Transfers Announced— 
Agents Who Are Making 
Notable Records 


Assistant Edward A. McConville of the 
Philadelphia No, 8 district of the Pru- 
dential was recently promoted to his 
present position, having shown evidence 
during his career as agent of the quali- 
fications to successfully conduct an as- 
sistant superintendency. 

Agent Joseph A. Villeneuve leads the 
entire Canadian field in ordinary produc- 
tion as a member of the Montreal No. 1 


staff, the premier ordinary production 
district in Canada. 
The Pontiac, Mich, assistancy is now 


under the supervision of Douglas F. 
Barnard, who has been advanced from 
the agency ranks of Detroit No. 2. 

Agent Frank J. Ruczynski of Alpena, 


Mich., has taken charge as assistant 
superintendent at Manistee, Mich. 
Superintendent F. L. Fair of the 


Bangor, Me., district, assumes control of 
Philadelphia No. 1. William G. Tebbetts, 
assistant superintendent, Waterville, Me., 
detached assistancy from Bangor, will 
be promoted to superintendent at Bangor. 

That Agent H. L. Middleton of Pasa- 
dena, Cal., district, is alert to the op- 
portunities of the business was shown 
by his closing a group insurance policy 
of substantial amount on the emplqyes 
of a local business institution. Shortly 
before, with another agent, he was also 
instrumental in landing a _ wholesale 
policy of attractive size. 

One of the most favorable accounts in 

the South Bend, Ind., district of the Pru- 
dential is that of Ralph L,. Sage, who 
operates a debit of about $165 in that 
city. Industrially he stands among the 
leaders, while in the ordinary branch he 
is head and shoulders over his nearest 
competitor in Division G. Arrears ol 
8 percent and substantial advance pay- 
ments show conclusively his interest in 
maintaining a clean debit. 
Agent H. W. Steffy, Lancaster, Pa., is 
one of the most enthusiastic devotees of 
‘Good Account Conditions” that Division 
K has at the present time. His arrears 
percent is only a little over two points, 
and the advance payments show 778 per 
cent on a debit of $285. 

In recognition of his excellent 
record, Floyd J. Tate, Seattle, 
was promoted to an assistant 
tendency. 


agency 
Wash., 
superin- 


Writing Industrial Life 

The Interstate Life & Accident is 
starting the writing of industrial life 
insurance. No additional agency organ- 
ization will be created, the new class 
being handled through the present 
agency force. The Interstate directs its 
main efforts toward the production of 
accident and health business. but is also 
writing a very fair volume of ordinary 
life, likewise secured through its regu- 
lar agents. 





Agent Dies in Harness 


R. Chase Ladd, aged 42 years, 
sentative of the Metropolitan Life in 
Camden, N. J., died suddenly Aug. 39, 
while engaged in explaining to a pros- 
pect in that city the provisions and 
benefit of a policy. Apparently in good 
health and in the midst of an animated 
talk, he suddenly became silent and 
deathly pale. He would have fallen pro- 
trate had he not have been assisted by 
the prospect. When a physician was 
called in the insurance man was found 
to have succumbed to a heart attack. 


a repre- 


Travelers’ New Branch Offices 











HELPING THE MAN 
WITH THE RATE BOOK 


LEADS—real, live, business-getting leads on the 
right kind of prospects—are supplied to Guardian 
Agents and help them save time and increase their 


production. 


} 

| 

| 

This is only a part of The Guardian’s broad pro- 
gram of Agency co-operation. If you want to know 
the whole story of what this Company is doing for 

| its field men, address: 

| T. LOUIS HANSEN, Vice-President, or 

| GEORGE L. HUNT, Superintendent of Agencies 
| 


The Guardian 


Life Insurance Company 
OF AMERICA 
Established 1860 under the laws of the State of New York 


Home Office: 50 Union Square, New York 











American National Insurance Company 
OF GALVESTON, TEXAS 


SHEARN MOODY, W. J. SHAW, 
Vice-President 


FINANCIAL STATEMENT JUNE 30, 1923 


W. L. MOODY, JR., 
President 


ASSETS LIABILITIES 

Real Estate Owned......... 922,947.77 Net Reserve (American Ex- 

Mortgage Loans (First iicaj* 6,765,840. " perience 3 & 3% Per Cent)$12,377,432.00 

Collateral Loans ........... 25, Special and Contingent Re- 

Loans made to Policyholders serves 222,670.07 
(On This Company's Poli,  -«=«-_-_ SE VES vu seeeavenseneenees ,670. 
Se einrectatachaneedene 1,572,897.10 Reserves for Death Losses 

DERE sheietindiasananconis 4,776,810.68 in Process of Adjustment. 152,647.00 

Cash in Banks............. 1,831,523.45 Reserve for Taxes, Etc..... 40,740.88 

Certificates of Deposit (De- Unearned Interest and Pre- 

DIED . astccconsensaasese 30,188.91 SND .c.0000s40000060 cece 111,298.19 
Interest Due and Accrued... 343,389.07 Miscellaneous Liabilities © eese 21,896.22 
Deferred and  Uncollected Capital Stock. .1,000,000,00 

peesmame (Less Load- Surplus ....... 1,428,629.21 

. errs 340,335.88 Assigned Funds 275,720.00 

— from Other Companies. Surplus Security to Policy- 

Se: GE. Sskennbonwee 22,000.00 SEED wanenevscoeecednes 2,704,249.21 

que enpeinitiee 

SUE BOS cccennvecacds $15,630,428.57 Total Liabilities ......... $15,630,428.57 

GAINS MADE DURING SIX MONTHS ENDING JUNE 30, 1923 
i) ih Gs (Ok I eceueneassubaouanel $18,614,703.00 
II, a 1,333,805.00 
Increase in Surplus Security to Policyholders................ 148,425.00 
LIFE INSURANCE SURPLUS SECURITY ADMITTED ASSETS PREMIUM INCOME 

IN FORCE To Policyholders $15,630,428.00 First Six Months 1923 

$200,072,499.00 $2,704,249.00 $3,278,438.00 


Operates in 21 States and the Republic of Cuba 
Total Paid Policyholders Since Organization, $13,413,479.33 

















The Travelers has established a sub- 
branch of its Dallas office for compensa- 
tion, liability and indemnity lines at 
Houston, Tex. The company will also 
open a branch office for life, accident 
and group departments at Wilmington, 
Del. 


M. J. Garey, assistant secretary of the ' 
Lincoln Life, was married last week to 
Miss Dorothy Kimball of Lincoln, Neb. 
They will return to make their home in 





t Philadelphia IV, 


Lincoln after a brief honeymoon. 


Liberal Treatment 


of policyholders, exemplified in its history of 


Non Forfeiture and 
Retroaction 


is a fixed principle with this 78 year old pure Life In- 
surance institution. 





The 
Mutual Benefit Life Insurance Co. 


OF NEWARK, N. J. 























THE NATIONAL 


UNDERWRITER 


September 13, 1923 











THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Ejightieth Business Year — 1923 








Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan, 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females al’ke. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 

















Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42%. 

*. Interest earned upon mean invested assets 6.15%. 
Assets of $109 to each $100 of liabilities. 


1917, $54,193,000 
1922, $152,530,000 


Excellent direct general agency contracts available for Mis- 
souri, Kansas, Southern Ohio and Virginia 


Business in force, Dec. 31, 
Business in force, Dec. 31, 














Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight 4 in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about M% 
of the amount of 1922 premium receipts. 





For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 

















(be should build a clientele, but he is 


N discussing the general subject of 

securing and maintaining the co- 
operation of old policyhoiucrs at tne 
meeting of the National Association o! 
Life Underwriters, Marshall Butters 
said: 

We have’ been talking about the old 
policyholders. I don’t like that word 
very well. I like to call it the present 
policyholder and client. It is only right 
that we should call them clients and not 
old policyholders, probably. This ques- 
tion of service to old policyholders, not 
what we should do for them, but what 
they are ent.tled to, I like better. They 
are entitled to service. We must help 
secure the cooperation of our clients ail 
the time. We must be cooperated with 
in securing their cooperation. We have 
sales meetings. You managers and gen- 
eral agents have sales meetings in your 
organizations all the time. You also 
have a lot of clerks, telephone operators, 
stenographers and all that, why not 
have a sales meeting with them once in 
a while? I went behind the scenes of 
the Statler Hotel the other day, and 
right there in big words before every 
clerk was “My reputation is in your 
hands.” I am telling you that your rep- 
utation with your policyholders, my rep- 
utation with my clients, is in the hands 
of the folks that are serving when you 
and I are not there. 

If some folks come up and pay their 
premium and get some little half serv- 
ice they remember that. If there is some 
curt reply over the phone, they remem- 
ber that. I believe in having the punch 
behind service as a secondary defense 
with you when you are not there as a 
service to your policyholder. The human 
interest of a letter from the cashier's 
department, or something like that, will 
help sometimes. 


Should Have Sales Meetings 
With Office Employes 


I know what we are going to do in 
our agency. We are going to have sales 
meetings. We are going to continue our 
sales meetings with our salesmen, but 
Wwe are going to have sales meetings 
with our clerks. Every month we are 
going to get them together and enlist 
their cooneration to give service to our 
policyholders and our clients. 

In insurance we all talk about insuring 
the good will and putting a value on it 
The good will in your business is your 
clients and their feeling toward you. 
We should apnreciate that value. This 
may be just idle talk here in regard to 
service to policyholders. We _ should 
know it but we don’t follow through 
with it. Talk is cheap, but I bel’eve the 
best way to learn how to serve policy- 
holders is to start serving them. The 
best way to learn how to write life in- 
surance is to write it. The best way to 
serve policyholders is to start to serve 
them. 

Bu'‘ldirg a Client Means 

Building a Clientele 

We are always talking about building 
a clientele, but bigger than that we 
should start building the client. That is 
the big thing, after all—bu'‘Iding the 
client as you build your clientele, be- 
cause he is goine to be a better husband 
if you start building him. He is going 
to be a better citizen and a _ better 
father. 

I believe there are about two types of 
underwr'ters, if you boil it down, those 
who start to seek to interview new nros- 
pects all the time, and those who do the 
same and at the same time take care 
of their old clients. 

The first one is not buildine a bvs'- 
ness. We have sold him the idea that 








How to Use Old Policyholders 
As Building Business Basis 


Agents Frequently Overlook cota dl 
tor Writing New Insurance Through Car 
in the Cultivation of Their Eeemen 





not building it, he is just going ahead 
and selling new insurance, that is all, 
interviewing a lot of folks, looking 
through the directory and having a lot 
of fun. He is making hard work of this 
business. It is hard anyway, so why 
make it harder? The second fellow is 
helping some folks all the time, but he 
is building a clientele because he is 
serving his clients and he is not letting 
somebody else build that man, he is 
helping to build. 

I believe service is a misused word 
It is a cheap word unless it is followed 
by some action, and some thorough ac- 
tion at that. 


Finds 110 Different Services 
One Can Render Policyholders 


If we are going into the case method, 
as we call it here, and really be pro- 
ficient in planning a man’s program, we 
have got to know what can happen toa 
prospect. I believe we should go into 
detail and find what you and I can do 
for a policyholder. Did you ever start 
to itemize and put down on a piece of 
paper what you can do for one of your 
old clients, what could happen to him, 
what situation he might get into? | 
started a list the other day and I put 
down 110 items that I could do for an 
old policyholder. I couldn’t do it for 
every one, of course, but one or two of 
those things might come up in every 
policyholder’s situation or condition. | 
started to analyze that, and I figured out 
what the life insurance man’s problem is 
today. 


Gives the Problem of 
the Life Insurance Man 


His problem is this: Whom will ! 
interview? Where is he? What do! 
know about him? What am I going to 
say to him? That is about all it is. The 
pol’cyholder, your client, you know by 
name. That is the first. Where is he? 
Certainly you know his address. You 
have that right on your record cards, 
your transcript slips or the record cards 
from your office. What do you know 
about him? Folks, you know a lot about 
him. You know his age, vou know his 
change of age, date of birth. Is that 
any help to you? Certainly it is. You 
know the date of issuance of pol'cy. You 
know the name of his beneficiary. You 
know how he has the beneficiary clause 
arranged in his policy. You know how 
he is paying his premiums. You know 
what kind of a policy he has, which 
might show the favorite type of his life 
insurance. You know how much he is 
paying this company, and you might 
know, if vou have kent a good record of 
your applications the last time you wrott 
him, how much he is carrying in cther 
companies. You know h’s occupation, 
you know whether he is married or not 
and you also know if he has any special 
features on his policy, and a lot of 
things. Are those things helps to you! 

Now, what are you going to say ‘0 
him? Just start to put down what you 
can do for him and then if you meet 4 
certain situation there you won't be lost 
and say, “Well, I thoucht of that after 
I saw him but I will have to go back 
and see him again.” 


Nollen Entertains General Agents 


H. S. Nollen, president of the Equtt 
able Life of Iowa, tendered a dinner t0 
a number of new general agents of the 
company at Des Moines Saturday eve 
ning. A number of the local officers 
were also guests. 

The Travelers will open a life and 
accident branch office at Burlington, V® 
Oct. 1. 
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(CONTINUED FROM PAGE 1) 

how. They asked me in the Canadian 
Association to talk on ‘Our Greatest 
Asset,’ tand I said that it was on many 
occasions a double header. What 1 
meant was this: first, the natural de- 
sire of any real man to leave an estate 
to those whom he loves. We wouldn't 
nave much of a job if the natural de- 
sire of a real man were to leave his 
family impoverished, but thank God his 
natural desire is to leave his loved ones 
something and gradually increase that 
as he gets old and prosperous, but that 
js only half of it. 

“The natural procrastination of every 
man about matters connected with his 
death is the other thing. 

“About two weeks ago I sprung this 
idea On a man in our audience who is 
going to talk this afternoon. I said to 
him, ‘Have you in connection with the 
trust department of a big bank made 
your will?’ 


“He said, ‘No.’ 
Overcoming Procrastination 


“It requires a man of nerve, skill and 
knowledge to go out take these people 
by the throat, and overcome that pro- 
crastination about discussing the affairs 
connected with their death. They will 
naturally be willing to have our help in 
increasing their estate. One of the 
faults we made in our work for 25 years 
was to go after No. 1 ‘of the double 
header instead of No. 2. I have found 
in my small experience of the last few 
months that if I go after a man to put 
the present estate that he has in the best 
order, he will lay all his cards on the 
table and discuss with me the estate 
that he has. I have never yet, since I 
have talked to 20 men in Boston on this 
thought, failed to find a man who 
couldn’t see it. I have solicited 15 of 
thm. I have written nine of them, and 
the other six are good prospects. There 
isn't a man who wouldn’t talk that line. 


No Need of Large Estate 


“In that sort of a talk the estate does 
not need to be very large, I mean the 
present assets. By the way, did you 
ever get this idea? You know this man 
today that you are talking to has some as- 
sets, hasn’t he? And when he dies those 
will be his estate. Do you know the dif- 
ference between assets and estate? As- 
sets are owned by the man when he is 
alive and the estate is the same as 
assets when he is gone. 

Similarity in the Letters 


“There are assets as he owns them 
today. Here is his estate as it will be 
alter he is gone. What is the difference 
between them? Do you notice the sim- 
larity in the letters? Let’s strike them 
out where they are common and the 
same. What have we left? He is 
gone. He himself is gone with all that 
means to his family and his business. 
His skill is gone, but the estate has 
taxes and expenses to take the place. 

Discusses Life Insurance Trust 

“The life insurance trust will come up 

as we discuss the man’s estate. I want 


to close in a word to tell you the way 
this looks to me. 


A life insurance trust 
Tins like this: A man has assets of 
$20,000 we will say. The case I like 


to think of is a man that has accumu- 
lated $20,000, is still working, is an 
“amest and a free spender but is not 
1 accumulator. But this man up to 
me age of 40 has accumulated enough 
‘ have a $25000 fund. He will say, 
if he doesn’t look out, if he isn’t grad- 


ITS FRACTICAL USE 





ually increasing his estate, ‘I will post- 
pone until late in life the creation of 


;an estate, and I will make $70,000 
where the trust company would only 
make $ $50 ,000. I am going to hang on 
to it.’ But this man that I talk about 
is 40 or 45 years of age. He has made 
money all his life. He has spent it 
freely, and all he has to show for it is 
$20,000. 


Begins to Think Seriously 


“Perhans he has his appendix taken 
out. While he lies in the hospital he 
thinks, ‘I haven’t much. I only ac- 
cumulated $20,000.’ He puts that into 
a trust company, when we get a hold 
of him and show him what it will do, 
and there is $1,000 earned at 5 per cent. 
With the proceeds of that $1,000 he 
buys, we will say at age 40, I think it 
figures out at a rate about $2,000 worth 
of 1 fe insurance. 

“What is the point? First, that 
$20,000 that today he has in the hank 
or maybe in United States bonds, if he 
keeps it himself. If he 1s the tyne of 
man I have talked of, he is very likely 
to get into oil stocks or something new 
that will make, in his fancy, the $29.000 
into $100.000. In other words, he has 
something today which, if you can get 
it away from him and put it into an 
estate, will be worth something to him. 
The earlier you do it the better. The 
more you do it the better. If you can 
do that there is no danger of loss, 
because it is in the hands of a safe 
administrator, the trust company. 


Will Leave Comfortable Estate 


“What happens? If he should die to- 
morrow, he leaves an estate of $49,000 
instead of $20.000. If he should be ill 
tomorrow, if he should fail tomorrow, 
he leaves his family a safe estate of 
$20,000 that his creditors can’t touch. 
Let him take that action. 

“That is the way a life insurance 
trust works out, except that there are a 
couple of tax elements. I think you 
understand br‘eflv that this $20.000 fund 
which my policyholder has taken out of 
his affairs, out of his assets, are no 
longer a part of his estate but are a 
trust for his wife and his children and, 
therefore, they will not be a nart of his 
estate no matter how large it mav be 


when be dies. Therefore, they will not 
be subiect to inheritance taxes. This 
man may be earning $21,000 a year. 
His income tax is high. I take this 


$1.000 out of his annual income. T 
take it out of the top bracket rates as 
to surtaxes. Therefore, the income tax 
that he nays is considerablv reduced. so 
that he has these incidental advantages. 


Take Out of Assets and Put in Estate 


“The whole proposition resolves it- 
self into this, that you take out of as- 
sets, put it into estate, relieve it of in- 
come taxes, and make the family safe 
and secure, selling a lot of life insur- 
ance at the same time. 

“If you want a splendid exposition of 
the relative advantages of a great place 
for both the life insurnace and trust 
companies you will find in the last num- 
ber of ‘Trust Companies,’ an article 
written by the vice-president of the 
Provident Mutual Life of Philadelphia, 
showing that in this great field of work 
which opens up so splend‘dly before us 
and which, fortunately, you can take 
back to every town that-you represent, 
no matter how large and how small, 
there is room for both institutions and 
thereby a very much enlarged public 
service. 


F. B. Dilts, 
Life, St. Josenh, Mo., 
of a baby girl, 


actuary of the St. Joseph 
is the prond father 
born last week. 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 











Nearly 1 44 Million Policies Now In Force 


= 





four other life insurance companies in America have 
policy contracts in force than this company. A study 
> the following growth in ten years is invited: 


Jan.1,1913 Jan.1,1918 Jan. 1, 1923 


Assets ...........--$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 







































Working Greater Achievements 
Through Superior Service 
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Go Early, See for Yourself 





HE finest opportunity yet presented for insurance 

men to get an insight into the distinctive methods 

of the Columbus Mutual Life is offered in connec- 
tion with the annual convention of the National Asso- 
ciation of Life Underwriters at Chicago, September 5th, 
6th and 7th. Arrange to go to Chicago two days earlier 
and attend the convention of The Columbus Mutual Life 
agents at the Hotel Sherman, September 3rd and 4th. 
You will be entertained and “see a new light” in life 
insurance. The Columbus Mutual Life is a distinctive 
company and its conventions are distinctive. It will be 
well worth your while to attend the Chicago convention. 
All insurance men are welcome. 


President C. W. Brandon will make a limited num- 
ber of appointments for personal interviews while in 
Chicago. If you desire an appointment, write today to 
Mr. Brandon at the Home Office, Columbus, Ohio. 

















A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


INSURANCE COMPANY 


FRANK D. JACKSON, Pres. 
DES MOINES, IOWA 





ROYAL UNION MUTUAL LIFE 


SIDNEY A. FOSTER, Secy. 
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MORE THAN $30,000,000.00 


the last 20 Years 


W.S. BEARDEN, Secr-Treas. 


Paid in Claims durin 


C.A. CRAIG, Presipent 
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A text book for beginners, a review book for experienced men, a book that every life insurance man should 


have—Jacob A. Jackson’s “‘Easy Lessons in Life Insurance.” 
National Underwriter, 1362 Insurance Exchange, Chicago. 


$1.50. 


including Quiz Book supplement. 


The 




















WRITES POLICY ON TOP OF PIKE’S PEAK 


William R. Presnall of Farmers Nationa! Life Accomplishes Unique Feat 





— 





originated from some mountain 

climber who in the early days 
determined to reach the top of the lofty 
pinnacle in the time when the mountain 
zig-zag railroad was not in existence. 
Mountain climbing may not lend itself 
to soliciting life insurance. The zig- 
zag railroad does. Recently the $100,- 
000 Club of the Farmers National Life 
of Chicago was touring through the 
far west, there being 39 to qualify. They 


‘Pp cries Peak or Bust” probably 


were in charge of Agency Director A. 


WILLIAM R. PRESNALL 
L. Hughes and Assistant Secretary Wil- 
liam R. Presnall from the home office. 
As they were mounting Pike’s Peak 
in the car, Mr. Presnall sat with an ex- 
service man who did not belong to the 
party, on the front seat of one of the 
cars. He was Henry L. Jewell of Col- 


orado Springs. He was interested in 
the Farmers’ National party and Mr. 


Presnall explained to him the functions 
of the $100,000 club, how the agents | 
qualified, how the trip was mapped out 
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TOP OF PIKE'S PEAK WHERE 


DOES NOT BOOST THE 
HOME OFFICE COURSES 


(CONTINUED FROM PAGE 2) 
story is told in a plan. For instance, 
a story of how to sell a young unmar- 
ried man who doesn’t apparently have 
many responsibilities is told. The story 
shows the needs that man has for in- 
surance. Then a plan is set out show- 
ing how insurance meets the needs of 
the man who is making a reasonably 
good salary but is thriftless. This is 
the married man with a family. He is 
shown how to sell some of the classes, 
such as farmers, school teachers, and so 
on. He is told some of the objections 


that will be 


| might as well hand an 





— 


and so on. 


out some more insurance. That wa 
sufficient bait for Mr. Presnall. By th 
time the top of Pike’s Peak wa 
reached, Mr. Presnall had the ex-servic 
man who had looked into the mouths 
of machine guns completely in his mas. 
tery and he surrendered. Laying th 
application blank on a piece of ice ; 

was filled out for $1,000 on the ordip. 


. ary life plan. 


descent Mr. Presnall convinced 
that he should hav 


On 
his companion 


HENRY L. JEWELL 


$1,000 more as he already had $3,00 
in other companies. Mr. Jewell seeme( 
convinced that he should carry $5,00 
and so the amount was increased t 

$2,000. Mr. Presnall is now thinking 


of bottling up a lot of rarefied air from 


the mountain heights and carrying ft 
with him on his journeyings as he bk 
lieves it has a very favorable effect 
a prospect who is being solicited { 
life insurance. 





POLICY WAS WRITTEN 


offered and how to ove 
come them. He is instructed on 


to make the approach. 


Must Know How to Use Book 


Dr. Stevenson said that it 1s use® 
to simply hand the man a OOK “le 
say, “Here is your course. When ag 


learn it you are all right and can 


insurance.” Dr. Stevenson sa | that : 
agent the Dl 
and expect him to read it in ge 
to hand him a big book on metho 
training of salesmen because he 0" | 
know the way to use it. He said ™ 
the instructor should take 
show the man how to apply 't . 
to use it. The new agent should “ 


ne 
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Mr. Presnall found that hj 
companion was well versed in life jp. 
surance and incidentally the latter r. 
marked that he expected soon to tak 
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were too far away from the 


| debt to the insurance journals for litera- 


gest four or five friends that he knows, 
ture that has been invaluable in this 


their circumstances 


Thomas J. book on salesmanship will be left aside Themes |. Hansten 
asd . > , 


audience. 
The acoustics of Medinah are sucl that 
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pointing registration was the failure of 


the 


meetings need is an arrangement 


tell the instructor agents and general agents of Chi- 
and everything he knows about the: m | work. Long before the home offices! the speakers have to stand at a point! cago to turn out to the meeting in large 
from a financial and domestic stand- | ever thought about getting out corres-| that is at least 20 feet away from the] numbers. It was expected that many 
point and then the instructor should] pondence courses and before there were | first row. The speakers were too far] of the principal agencies would just 
suggest means of canvassing each one of | any courses in schools, the insurance | away irom the audience. The audience | about eliminate regular business for the 
them. The instructor, Dr. Stevenson} journals, he said, were on the job pro did not feel close“to the men on the] week, and attend the convention in a 
said, should give a new man a few gen-| viding the material. He said that his| stage. It was almost as if the audience| body. This they did not do, The agents 
eral patterns in selling, see that he fol-| office subscribed liberally to the various | was listening to a life insurance message | and general agents of Chicago failed to 
\ ws instructions, provide joint solicita-| journals and used the scissors angged broadcasted on the radio. It was too stand behind Darby A. Day, president 
tion for him and adequate supervision, | triously. He finds that agents like impersonal. of the association, in his efforts to get 
show him how to get his prospects and| get their information in een» Ss 8 s out a big attendance from Chicago 
how to find the needs of these prospects. doses. He said that the points from an At the banquet there were too many 2 | 
Thomas J. Stewart Speaks | article that can be read in a few minutes speakers. There were talks by the 
Stewart, superintendent of | six who were listed on the program and HAT these national association 


| 
=| 
will be absorbed and digested where | 


the Prudential in New York City, 1"/ to study at some more convenient time insurance superin- 
commenting on agency building, said | and probably ultimately neglected. | tendent of Illinois, did not speak be- 
that the life insurance men of the coun. | ne ties ved ~ tos . cause he was not able to be present. 
try are creating yearly an estate of | eves In Agency Meetings The program was, plainly speaking, top 
about $10,000,000,000, of life insurance Mr. Stewart said that he believes heavy with speakers. Here were a thou- 
jor the American people. He asked who| the efficacy and value of agency nodlong sand men who went to Chicago to get 
are the men who are responsible for ings. From 8:30 to 9:00 o’clock every new life insurance selling ideas. They 
this and how were they trained. He morning, he holds a brief meeting, mak- listened for three days to conversation 
said they are men who have been hand-| ing the talks short, sharp and snappy.| and conversation and_ conversation. 


Then on the night of the banquet, when 


picked. They have been home trained. These men are required at this meeting 
Mr. Stewart said that he is not anxious| to report on the cards that have been| they expected a little a laxation and 
to appoint a job hunter as an agent. handed to them the day before. These good fun, | they were glued to their 
He does not want the man who is| agents, he said, need new inspiration] seats” until 11 o'clock listening to six 
chronically out of a position. He be-| from time to time. The morning meet-| speakers and were only prevented from 
lieves in selecting men who are now oc-| ings give an excellent opportunity for| hearing a seventh because he was un- 
cupying positions but do not furnish | that kind of work, able to attend. The sparkle was taken 
them.with the requisites that every man Recently, Mr. Stewart said he heard | out of the banquet by an over-supply of 
has the right to demand in selecting his| a man remark that he only worked 40] talking. 
life work, viz., a healthful occupation, a| minutes a day and the rest of the time * * * 
permanent one, a position that will guar- he devoted to selling life insurance. He ATIONAL Association banquets 
antee him an assured future of con-| said that here is a man who is in love should never be favored by more 
stantly increasing results. with his job. He considers the 40 mIn-| than two speakers, considering the fact 
Service Call Plan utes spent at his desk as the only time | that throughout the day the delegates 
in the day that he does real work. The are listening to speaker after speaker. 


After a man has had a training for 
five or six weeks, his real work as a life 
salesman begins. Mr. Stewart said that 


rest of the time he does not put in the 


. At the banquet there should be some- 
category of work so much as a pleasure. 


one to give a talk in a light humorous 
Hedges, general 





i servic vay, such as Job E. 

s company starts a man on the service | way, sucn é 4 s ze 

ral cee. ‘It hands him six cards on| CRITICAL SURVEY OF counsel of the Association of Life In- 
which are recorded the names and ad- CHICAGO CONVENTION | surance Presidents, and then a_ more 


serious talk by the principal speaker of 


dresses and particulars of six old policy- (CONTINUED FROM PAGE 1) 


holders. He is instructed to visit these, meeting to the other. A delegate hap- my ae ae a? ys —~ Bg 
not primarily to sell additional insur-| pening in upon one group conference t me i a vf 4. —. Boones a nl we 
ance allowing that to come as a by-| and finding it not entirely to his liking, —— tor the ory = on 
product, but for the purpose of seeing] chould be able to withdraw, and drop in a ge " SIs =A ; i — 

what service he can render these old| on another just around the corridor, | S"°%™¢ POt D& created. 

policyholders, such as change of bene-| If this is done the attendance and in- x * * 

ficiary, writing of accidental death} terest will be kept up. The association HILE last weck’s attendance was 


benefits, total and permanent disability, 
and so on. 


can offer a two, three or even four-ring the largest of the history of the Na- 











circus with the certainty that each ring] tional Association, 2.100, it was by no 

Leerned Much from Insurance Papers will have a satisfactory audience. means as heavy as had been expected 
Mr. Stewart said that after an ex- ee 8 before the meeting convened. A crowd 

perience of 30 years with his company HE sessions at Medinah Temple] of at least 3.000 was anticipated, and the 
spent in the selection, training and de- were often unenthusiastic and even] more optimistic were talking about 4,000 
velopment of agents, he owes a great | flat at some points because the speakers | and 5,000. One reason for the disap- 





Seven Years of Steady Progress 


ASSETS INSURANCE IN FORCE 


1916 ... .$125,222.00 1916... $ 203,000.00 
1917 .... 129,523.00 1917.. 704,500.00 
1918 .... 155,613.00 1918... 1,382,500.00 
1919 .... 203,600.00 1919... 2,973,000.00 
1920 .... 303,164.00 1920.. 4,513,000.00 
1921 .... 404,224.00 1921... 5,019,000.00 
1922 .... 984,558.00 1922... 9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 


The [nternational Life and Trust now wants a repre- 
sentative in your district. It is an old line legal reserve 
company with a record to be proud of. To represent 
this dependable company is to represent a pillar of 
safety in the life insurance business. You are assured 
of a maximum degree of intelligent co-operation. 
Write us at once for an agency. We have the means 
of assuring you of a successful career in the life in- 
surance business. 











J. 0. LAUGMAN, President 


that will make the program snappier and 
shorter and will allow a larger 
attendance to participate in 


seemingly 
number in 


it Case methods should be discussed 
by at least 10 men for each case. The 
one making the first demonstration 


should have 
criticism 


his selling talk subjected to 
and suggestions for improving 


it should be made. Room on the pro- 
gram should be made for “How I do 
it” talks by big producers of the busi- 
ness. Those at Toronto will all remem- 
ber the big hit scored by Frederick A. 
Wallis, general agent of the Fidelity 


Mutual at New York City, who told how 


he sells long-term endowments. That 
is the sort of thing that hits the average 
rate-book man right between the eves. 


The ordinary man in the field goes to a 
National Association meeting to get 
pepped up, to learn how the big pro- 
ducers are managing it and to receive 
some inspiration. Recognizing this the 
framers of the National Association pro- 
grams should recast their plans some- 
what so as to more nearly meet the re- 
quirements of the average man in the 
field 


William and Mary Sales Course 


Beginning with the fall session open- 


ing Sept. 24, the extension division of 
the College of William and Mary, in co- 
operation with the Richmond Associa- 
tion of Life Underwriters, will offer a 
night class in Richmond in life insur- 
ance and in life insurance  sales- 
manship. Instruction in the funda- 


mentals of 
William 
Insurance Company 
course will be extended over 26 weeks 
with a class of two hours’ duration each 
week. Mr. Thornton will lecture for 
one hour and the remaining period will 


insurance will be in charge 
Thornton, of the Lite 
of Virginia. The 


of 


be devoted to talks on salesmanship. 
These will be delivered by members of 
the Richmond Association, the plan 


being to supply a new lecturer for each 


class. Lecturers that have been so far 
selected by a committee composed of 
Arthur Levy and John C. -“* are: 
W. D. Dallas, N. D. Sills, S. Love, 


E. D. Wilson, C. G. Taylor, os 5. & 
Goode: A. Levy, G. T. Bryson, G. T. 
‘ s. A. Stephens, C. T. Thurman, 
Keen, R. P. Harrison, _C. B. 
Richardson, J. E. Woodward, J. C. Bris- 
tow. Text books to be used are Steven- 
son’s “Selling Life Insurance” and 
Thornton’s “Short Lessons in Life In- 
surance.” 


Announcement 
the engagement 
secretary to W. L. 


was made this week of 
of Miss Ann Hilbert, 
Taylor, vice-president 


and general manager of the Federal 
Surety, to Harold E, Mizener, actuary of 
the Register Life of Des Moines The 











wedding will be an event in September, 





: Double Indemnity 


BUILD YOUR OWN BUSINESS ZS; 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Disability Benefits 
Reducing Premiums 


SEE THE NEW LOW RATES 66 BROADWAY 
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A Most Liberal 
Contract 


is at the disposal of life insurance men of 
undoubted standing with new business in 
sight, the closing of which is but the 
presentation of unusual advantages to the 
policyholder. 


This office, with its thirty-one years of 
remarkable progress, offers exceptional 
inducements to its representatives. It is 
specially interested in breaking ground 
in new territory in Illinois, and invites 
correspondence to that end. 





‘in | ~~ The Great-West Life 


Michigan 
eg ASSURANCE COMPANY 
Illinois WINNIPEG, CANADA 











T. MILTON TAYLOR, Manager for Illinois 


715 Marquette Building 140 South Dearborn Street 
: HICAGO 




















You Can Multiply Your 
Producing Power 


MEDICAL LIFE AGENTS de multiply their pro- 
ducing powers. 
WHY? Because the Medical Life writes Standard, 
Sub-standard and Child's Endowment Policies. 

For that reason our agents lose no time “choosing” 
prospects. Their prospects are not limited. 

The company’s liberal attitude toward impaired risks 
makes it possible for them to render 100% service to 
their clients. 

Our Child's Endowment Policy has received enthusi- 
astic endorsement. It is a real agency money- 
maker. 

Then, too, the Medical Life’s rates for men and 
women are the same. 

The Medical Life agency coffers an unexcelled op- 
portunity for YOU. 
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ICAL LIFE 


INSURANCE COMPANY OF AMERICA 









WATERLOO IQWA 
I. G. LONDERGAN E. E. BROWN 
Vice Pres. & Gen’l. Mgr. Agency Supervisor 
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The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT ~~° MONTHLY INCOME INSURANCE. 


]a tena LATEST POLICIES AND AGENCY CONTRACT Ba‘ LEZ ini 
Openings OHIO, IND. KY, MICH. and W. VA. Write Cohumbus 








PLAN ST. LOUIS MEET 


OFFERS TROPHY TO “AD” MEN 





Phoenix Mutual Life to Give Cup For 
Best Work in Advertising 
Insurance 





A special meeting of the executive 
committee of the newly organized In- 
surance Advertising’ Conference was 
held Sept. 5 in the offices of the Phoenix 
Mutual at Hartford. 

John M. Holcombe, president of the 
Phoenix Mutual, announced that a 
trophy, probably a silver cup, will be 
put up by the Phoenix Mutual to be 
competed for by the advertising depart- 
ments of the members of the conference. 
The award will be made to the adver- 
tising department which during the 
year has done most for the advertising 
of insurance and for the conference. 

When any one company shall have 
won this distinction for three years the 
cup will becove its property. Chaun- 
cey S. S. Miller, chairman of the mem- 
bership committee, reported that there 
are now 39 active and 26 associate mem- 
bers of the conference. The member- 
ship consists of 16 life insurance ad- 
vertising managers, 12 fire and 11 cas- 
ualty and surety. A tentative program 
has been drawn up for the next regular 
meeting, which will take place at St. 
Louis on the two days preceding the 
convention of the Direct Mail Adver- 
tising Association, Oct. 22-23. It was 
decided to set up an exhibit of insurance 
company advertising, the exhibit com- 
mittee consisting of W. L. Randall, 
Missouri State Life: Stanley F. Withe, 
assistant directer of publicity, Aetna 
Life and affliated companies; Clarence 
A. Palmer, North America, and E. L. 
Sullivan, Home. 


HOME PEOPLE BACK COMPANY 





Business Men of S‘oux City, Iowa, Held 
a Meeting and Decided to 
Pledge $309,000 





STOUX CITY, IA., Sept. 5.—At a 
recent conference of 50 of the leading 
business men of Sioux City, Ia., over 
$300,000 of new life insurance was 
pledged to the Conservative Life of 
Sioux City. The principal business men 
of Sioux City desired to show their 
loyalty to and belief in the Conservative 
Life—a home institution. At the con- 
ference, presided over by Burton H 
Saxton. president of the company, it 
was decided to back up the company 
in a substantial way by purchasing a 
considerable amount of life insurance. 
In commenting upon this unusual testi- 
monial, Mr, Saxton says: 

“We believe this to be without prec- 
edent in the business history of Sioux 
City. The substantial amount of insur- 
ance submitted to this company is ap- 
praised at its full value by the officers 
and directors. and our appreciation is 
sincere: we are even more deeply sensi- 
ble of the fine snirit which promoted the 
action, especially in view of the fact 
that the plan originated whollv outside 
of our organization, and without any 
suggestion directly or indirectly being 
made by any person connected with this 
company. 


American Life School at Topeka 


The American Life of Detroit will 
open a life insurance training school in 
Topeka, Kans.. Oct. 1. The school wil! 
continue until Oct. 27. Charles R 
Weeks of Manhattan. Kans., state man- 
ager, has just completed the full ar- 
rangements for the school. Mr. Weeks 
Clarence L. Avres, president; F. Davton 
Davis, educational director, and Ells- 
worth Marshall. field d'rector. will make 
up the faculty for the school. It is 
expected that about 40 men and a few 
women will take the course. 








TWO LINES MERGING 


































WRITING LIFE AND ACCIDEn? 





Tendency for Companies to Inclu 
Both Classes of Coverage Seems 





to Be Showing Growth of t 

derv 

Ber 

In connection with the address give Lile 


at the recent meeting of the Health § 


























Accident Underwriters Conference }y 
Fisher E. Simmons, assistant secretayfm ™& 
of the Pan-American Life, on the inte. ™ 
relation between life and accident inf 52 
surance and the possibilities for a con.jme ™° 
pany writing both classes of businey fim 4 ™ 
there is considerable comment in mfg 
gard to the number of companies im the ony 
conference which are now writing li knov 
insurance as well as accident and healt oe 
business, several having entered thyjmm °° 
field in recent years. In addition to \; and. 
Simmons, two of the speakers at th posit 
Mackinac meeting, E. C. Rockafellow cfm YO 
the National Life, U. S. A., and R. Eime ins 
Weaverling of the Lincoln Life, repr. ™ 
sent companies which write life as well Field 
as accident business, and John A. Sull Kr 
van of the Great Northern Life was als Tt 
on the program but unable to attend 
Among the other companies holdin that 
membership in the Health & Accidenfmm 2% 
Conference which are now active in thi 
life insurance field are the Federal Lif a 
Business Men’s Assurance, Pacific Me look 
tual Life, Old Line Life of Milwaukee “ae 
Great Western of Des Moines. Nation? ~* 
Life & Accident, Occidental Life > oi 
trovident Life & Accident, Inter-State com 
Life & Accident, Columbia Life of Cir. ne 
einnati, Co'umbia Life of Omaha, Ohi of hi 
National Life. Ohio State Life and tk{ >. 
United Life & Accident. se 
Of the big eastern companies outside nebe. 
of the conference ones, the Traveler Wack 
Aetna Life, Connecticut General Life creits 
Metropolitan Life. Missouri State Lit incu. 
and Columbian National Life are, o Bel 
course, nationally known in both field MM, go 
The Equitable Life of New_York, sii. req 
no longer writing new accident anl the I 
health business but still has a consider Hi woop. 
able volume of old business on its book. Bi men ; 
The Maryland Casualty and the Cor gated 
tinental Casualty both have life insu-Hi% mana, 
ance running mates, the Marylasii.., oe 
Assurance and Continental Assurant 
respectively. Methe 
Other life companies which are wrt Inv 
ing a good volume of accident as Nov 
health business include the Standai BiB tion, 
T ife of Pittsburgh. American Nation Bi take ; 
Reliance Life of Pittsburgh. Cloverlit the he 
Tife & Casualty, Columbus Mutual Lita fet: 
Gem City Life. Continental Life (i man, | 






Washington, Wisconsin Mller Life 
Tiberty Life of Kansas, Mid Continer 
Life and Southern Life & Trust. 


















Texas Mutual Report Out 


Examination of the Texas Mutual Lif 
of Dallas, Tex., has been completed am 
report of the examiner has been matt 
public by Commissioner Scott. The com 
pany first started business Feb. 1, 1% 
as the Commonwealth Cooperative Litt 
under the old cooperative life insuran® 
law. The present name was adopted” 
June, 1921. 

The production of business is entrusté 
to the Texas Insurance Agency, whit 
purports to be a joint stock associatit® 
organized for the purpose of promotit® 
and operating this company. “The mé 
comprising the Texas Insurance Agen! 
are prominent and influential busine® 
men of Dallas, and the strength of t* 
company depends upon how strong thes? 
men are back of the proposition,” © 
cludes the report. oa 

Insurance in force on June 30, 1% 
totaled $605,000, with gross reserves @ 
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$11.991. Total income for the first § 
months of 1923 was $9,435; alan 
ments, $3.900;: ledger assets. $14 





gross assets, $17,075; total admitted a 
sets, $15,657. Liabilities totaled $114" 
surplus, $4,180. 

























License has been issued by Comm € har 
sioner Squires to the Aid Association wmatute ¢ 







Lutherans, located at Appleton, 
onerate in California as a fratern 
eficiary society. 
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LIFE INSURANCE EDITION 











Value of Company Courses Is 


Outlined: by 


HE value of company courses of 
instruction was discussed at the 

sectional meeting of the convention 
of the National Association of Life Un- 
derwriters on agency problems by_S. 
Berne Carlton of the Western Union 
Life of Spokane. | He said: 


For a number of years the manage- 
ment of our company has felt that saies- 
men in the field, and particularly the 
salesmen whom we were going to pro- 
mote as branch managers, should have 
amore thorough schooling and concep- 
tion of the great institution of legal re- 
serve life insurance. A man_ should 
know wherein the commodity of life in- 
surance is strengthening the social and 
economic foundation of our national life, 
and that he should have a vision of h’s 
position and of the opportunity that 
would eliminate from his vision any such 
thing as competition of other compa- 
nies. 


Field Men Should 
Know Company Officials 


There has always been a supposition 
that our field force lacked a feeling of 
personal acquaintance with our own 
company; we felt they should have a 
more or less inti nate acquaintance with 
the officials of the company and have a 
look into the ideals and trad‘tions of our 
institution, if it were possible, for them 
to have a vision which we believe the 
management has; we believed that a 
man in that case would make a happier 
and more consistent servant of the needs 
of his commun'ty, so a little over two 
years azo we founded what is known 
as the Union Institute, a school incor- 
porated under the laws of the state of 
Washington, to teach and instruct re- 
cruits in the presenting of needs of life 
insurance to the community. 

Before a man is enrolled or permitted 
to go out and rractice on the public h 
is required to first become a student of 
the home office for a period of four 
weeks, The larger percentage of these 
men taking the course are first investi- 
gated by a field surnervisor or a hranc' 
manager from the city from which they 
are sent. 


Methods Followed in 
Investigating Agents 


_Now ‘ust a word about this investiga- 
tion. When the ~an’s application to 
take the home office course comes to 
the home office it carries with it as wel! 
a letter, an exnerience record of the 
man, made out in his own handwriting 
an application for a_ selling position. 
two so-called nsychological tests, then 
the branch manager who has recom- 
mended him to the home office i8 re- 
quired to ~ake out a scoring sheet, an? 
what we call a judgment record on the 
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Man, setting forth such things as his 
appearance, as reeards his mneatness 
health and such things of that kind 
Inasmuch as every comnany requires a 
medical exa“ination before they take a 
tisk, we feel that it is just as important 
at we should know something abont 
the man’s moral status before we take 
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Im on, to use a ernde expression to 
Make ovt of him a life insurance coun- 
sellor. If you take the applicant for 
lmsurance and that man is phvsicallv 
Mpaired, it mioht cost the company 
81.000 or $2.990, but if vou take a man 
Who is morally imnaired vou have cost 
the comnanv an inestimable amount of 
Money, $1.990 or $2.000 doesn’t com- 
ence to state that fiewre. We have not 
only heen convinced, but we have heen 
onvicted that a man not fundamentally 
ight has no place in our selling crgani- 
ration. 

Nueston Arisee ag 

to What to Teach 

Now that we have selected the man. 
€ cuestion arises what shall we teach? 
te _ a tert called the Union Insti- 
b,. © lasshonk swhdivided in three 
tadings—salesmanship, functions of Ife 


h 





S. Berne Carlton 


insurance, and principles of life insur- 
ance. We selected the faculty of three 
members who instructed in the home 
office, each having his own subject. 
Classes are held three hours a day with 
written assignments and supplementary 
reading; each instructor has his own 
subject and one dwells more on the 
home office viewpoint and co npany 
practice and another on technical prac- 
tice, such as sales manual, a little of 
principles or actuarial science of insur- 
ance, upon rate building and upon the 
contracts. 


Successful Agent 
Assists New Man 


Beginn ng the fourth week we have 
a man who has already demonstrated a 
success in the field who goes out with 
those men to give them sone actual 
canvass in the field in the city, the 
fourth and last week of the course. In- 
asmuch as our classes seldom have more 
than five or six or seven men at the out- 
side, it is possible with this one instruc- 
tor, and drawing men from the local 
sales force, to give all of them some ac- 
tual demonstrat on in the field. It is our 
experience, it is not so much a question of 
what you teach the recruit, what plan 
of study you pursue, as is a correct or- 
ganization of the man’s time while he 
s at the home office, so that wnen the 
nan goes back to his branch office he is 
going to be working on a schedule, he 
is going to come to the office at eight- 
th rty or nine o’clock in the morning, 
he is going to lunch at a certain time 
and quit at a certain time in the even- 
nes. He has been trained to nake out 
-eports, those things have gone with 
‘in back to his branch office. 


Inculcate Personal 
Element.in Agent 


The big thing in favor of the home 
“ffice training course as we see it is not 
so much the efficiency or the scientific 
vay in which selling is presented or the 
nractical way in which it is demonstrated, 
Sut the big thing we have inculcated in 
‘he ~an is the personal elements or per- 
sonal aspect. 

He has gone through the d fferent 
departments such as the mu!tieraph, 
circularization department, where la- 
ter on we are going to supply hin. 
with the letters which he sends in for 
“ircularization. He has taken a trip 
through the vaults, he has had an on- 
portun’ty to sit in and listen to one or 
"> risk committees that pass on actual 
risks, 


Good Results Obta‘ned 
Under Training Plan 


Why do big organizations like the 
National Cash Register, and co panies 
of that kind, invite their publ’c and 
salesmen in to visit the central plant 
and headquarters? Because they know 
after a man has come in there and seen 
the plant, has seen the men in action, 
he is going to go away with a bigger 
estimate of the bigness of the business 
and he ‘s going to have a better opinion 
and a larger opinion of the business. In 
later correspondence between the sales- 
an and the home office a keener appre- 
ciation is manifest. We do not claim to 
have reached perfection in two short 
vears, but we do feel that we are on the 
right track, and for the edification of 
the very unique and_ characteristic 
speaker from Cincinnati who made the 
remarks about the comnanies in the 
west who had the 80 percent contract, 
let me say in the past two vears we 
have, through our educational system. 
reorganized our entire selling force and 
that we have cut down from an 480 per- 
cent first year renewal contract to a 5° 
percent eraded down contract, and last 
month, the month of Aucust, was the 
second largest month in the entire his- 
torv of our company, not only that. 
ventlemen, the business was cleaner, a 
hetter class of business all the way 





through. 








‘‘Nothing humbler than ambition 
when it is about to climb.’’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 











Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this wayP 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
interested? 


_ Territory in 
Missouri, Illinois, Louisiana, Arkansas and 
Kansas 


Address D-73 


Care The National Underwriter 


























THE NATIONAL UNDERWRITER 
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( 
Five Year Term 


Automatically changing to Ordinary Life 
and carrying Total and Permanent Disa- 
bility Benefits is the latest addition to our 
up-to-date policy forms. | 


OHIO—MICHIGAN—INDIANA 
PENNSYLVANIA—WEST VIRGINIA 





THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


“Always Dependable” 


Columbus, Ohio 
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MEN WHO THINK 


they are built for speed and 
endurance and can qualify for 
general or state agency work, 
will find it to their advantage 
to communicate with 
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THE 


LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 
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HAD ENJOYABLE RALLY 
MAKE ADDRESSES AT SEATTLE 


J. H. Jefferies of the Penn Mutual Life, 
F. H. Davis of Equitable, and 
Dr. Rockwell Speak 


SEATTLE, WASH., Sept. 11—Two 
prominent insurance men _ addressed 
members of the Seattle Life Underwrit- 
ers Association, who held a _ special 
luncheon for them. 

J. Howard Jefferies, assistant to the 
vice president of the Penn Mutual Life, 
one of the guests, spoke on “Selling the 
idea of selling life insurance.” 

F, H. Davis, vice president of the 
Equitable Life of New York of the 
United States spoke on “Fundamentals 
of success.” 

“The Human side of Business Life 
Insurance” was the subject of an inter- 
esting talk by Dr. C. J. Rockwell of 
Pittsburgh, Pa., director of the Pitts- 
burgh University course on life insur- 
ance before the Seattle Life association 
at an earlier meeting. 

Dr. Rockwell conducted a_ special 
class for the life underwriters of the 
northwest during the summer at the 
University of Washington. 

Clarence W. Peterson, president of 
this class, arranged to have the 102 
members of this class present at the 
luncheon. Barney Pearson of St. Louis 
spoke on “Constructive Methods of 
Making and Closing a Sale.” K,. A. 
Luther, agency secretary of the Aetna 
Life, was also a speaker. John H. Baird 
presided and left immediately after as 
the official representative of the local 
association at the national convention of 
life underwriters at Chicago. 


New Orleans Insurance Club 

The promoters of the New Orleans In- 
surance Club held a meeting a few 
weeks ago and made J. H. Bodenheimer 
temporary chairman with power to ap- 
point a committee of four, representing 
the four branches of insurance, fire, life, 
casualty and marine, who shall in turn 
become the chairmen of four sub-com- 
mittees whose duties it shall be to can- 
vass the representattives of the four 
main divisions of insurance for member- 
ship in the club. 

The movement to organize the New 
Orleans Insurance Club was begun some 
time ago, and Mr. Bodenheimer took the 
lead in the movement. It is understood 
there are already between 40 and 50 New 
Orleans insurance men who have signed 
applications for membership. 


Protest Smith’s Pardon 


An effort is being made by friends of 
Horace Ellsworth Smith, alias Charles 
Fisher, to get him pardoned through the 
Illinois pardon board. Smith has had a 
spectacular career and finally landed in 
the penitentiary at Chester, Ill. A num- 
ber of life companies and general agen- 
cies have had experience with him. He 
would go to an agency, get a rate book 
and supplies and then write applications, 
secure payment of premiums and then 
keep the money. He passed bogus 
checks and fleeced a number of life in- 
surance people. One of his most recent 
victims was Vice-President Brown of 
the Rockford Life. The life insurance 
men are very much opposed to him be- 
ing pardoned, 


Open Los Angeles Office 


The California state insurance depart- 
ment is establishing a branch office at 
Los Angeles in charge of H. F. Ris- 
brough, assistant insurance commis- 
sioner. It is said that 60 per cent of the 
business mandled by the insurance com- 
missioner’s office, originates in the 
eight southern California counties. In 
the future all southern California insur- 
ance matters affecting the commis- 
sioner’s office will be handled by Mr. 
Risbrough at Los Angeles. The busi- 
ness will not go through San Francisco 
as heretofore. 





Some Vital Reasons 
Why People Need Life 


Insurance Protection 
Tsee Inter-Southern Life has put in 





succinct form some reasons why 

life insurance is needed. They ar 
gathered from authentic sources such a 
the United States government censy; 
probate courts, American Bank-gs Asso. 
ciation, Carnegie Institute, etc. Her 
are the reasons: 

First Reason—Old Age 


Fact No. 1. Eighty-seven percent oj 
those who have money today will lox 
it by the time they reach age 65. 

Fact No. 2. Take 100 average health 
men, starting at age 25, and on reaching 
age 65; 36 will be dead, one rich, fow 
wealthy, five obliged to work for a liy. 
ing, 54 “down and out,” dependent o 
private or public charity. 

Fact No, 3. In the last 35 years fife 
insurance has actually decreased pauper. 
ism in the United States by 33% per. 
cent. 

Second Reason 

Helplessness through accident or dis. 
ease. Permanent disability. 

Fact No. 4. The accident companies 
report that about 2,000,000 persons ar 
killed or injured every year in th 
United States. 

Third Reason 


Fact No. 5. Probate court records 
all over the United States show that of 
all estates probated 85 percent leave 
nothing, 11 percent small amounts, $300 
to $10,000, and only 4 percent leave 
$10,000 or more. 

Fact No. 6. Great wealth is no guar- 
anty of security for Cyrus Field, the 
great builder and financier—to name 
enly one of many—although worth $20- 
000,000, left at death nothing except his J 
life insurance, which, fortunately, was J 
$250,000. Every wealthy man in Amer- 
ica carries life insurance, and is always 
a prospect for more insurance. 

ract No. 7. Eight million women in 
the United States must work to live. 

Fact No, 8. Of 3,000,000 widows in 
the United States over age 65, 90 per- 
cent are without the common comforts 


of life. 


American National Convention 


The convention of field men of the 
American National held at Galveston 
Tex., last week was attended by ap 
proximately 200 representatives, com- 
ing from points as far west as Los Ar- 
geles, Cal., and North Carolina on the 
east. Those attending the gathering 
were those who have gone over certail 
volumes of business, for which they get 
a free trip at the expense of the com 
pany. The program of the conventio 
consisted of welcoming addresses by 
the company heads and responses ) 
the agents and talks by the field met 
representing the various departments 
An elaborate program of entertainmet! 
was provided. 

The meeting this year, while the ret 
ular annual affair for the agents, w# 
given added importance because th 
company was celebrating the fact the 
it had attained the $200,000,000 mark " 
life insurance. That figure was reacieé 
during the first half of the year. 





Northern Life Convention 

The Northern Life of Seattle had # 
important three-day agency meeting an 
convention, including its $100,000 Club.) 
Over 250 delegates from California, Or J 
gon, Idaho, Alaska and Washington # 
tended the sessions. ; 

An address on “The Psychology ® 
Selling Life Insurance” by Dr. : 
Strong, Jr., of the Carnegie School ® 
Life Insurance Salesmanship prove 
very popular. Part of the session ra 
cluded a trip to Victoria arrange? © 
Arthur Johnson, secretary, and VU. * 
Loose, agency supervisor. O. E. Eva 
of San Francisco was elected preside 
of the $100,000 Club and R. D. Mc®t, 
lan of Tacoma and Jacob Dobri 
Portland, vice presidents. 
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LIFE INSURANCE EDITION 











‘MORE THAN 50% 


of the business written by some of our | 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested : 
pects—people who have written the Bead 
Office fos information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 





INSURANCE COMPANY, PHILADELPHIA 
| Walter LeMar Talbot, President 
A few agency openings for the right men 








New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 








Capable Policy-Placers 


can always find a satisfactory oppor- 
tunity for work with this Company 
in good territory—men who can col- 
lect the premiums as well as write 
the application. Why not make 
inquiry now? 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
Address: 
ALBERT E. AWDE, Supt. of Agencies 

















Participating Insurance 


AtNon-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000) 
Rates per Thousand 


Age Premium Age Premium 
21......$14.24 ceo $24.44 
= 14.57 ca . 25.40 
= 14.92 Rees 26.40 
15.28 iekses 27.48 
caeiae 15.66 civece Ee 
Se 6.06 aces 29.83 
ee 16.49 31.12 
 - ee 16.93 . 32.50 
7? 17.43 47.. 33.97 
17.98 ee 35.53 
18.54 LA 37.21 
ah 19.14 50.. 38.99 
— aa 19.78 51. 40 
aa acs 46 =e 42.90 
ie 21.17 45.07 
as 2191 canes 4737 
37 . 22.71 49.82 
—_- 23.56 


{ANAGERS WANTED 
James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co. 
Wilmington, Delaware 














| NEWS OF COMPANIES | 














Central States Life—The company has 
enjoyed wonderful business the past two 
months. July was the best month for 
1923 and showed an increase of 39 per- 
cent over July, 1922. August also was a 
splendid month, showing a substantial 
gain over August, 1922. 

*x* * x 

Continental Life, St. Louis—On Aug. 31 
it had $44,800,000 insurance in force, an 
increase for the first haif of 1923 over 
1922 of $6,000,000. The business paid for 
the first six months of 1923 was $5,- 
150,000. The percentages of increases 
for the first six months of 1923 were: 
Gain in total income, 23 percent; in ad- 
mitted assets, 14 percent; insurance in 
force, 16 percent. 

a 


International Life—In August it wrote 
$7,371,000 against $3,564,000 for the same 
month in 1922. The business written for 
the first eight months of this year was 
$52,400,000 compared with $32,300,000 in 
the same period in 1922. W. M. Sorey of 
Los Angeles was the leader of the month 
with $1,390,750. 











| LOCAL ASSOCIATIONS | 








Fort Dodge, Ia.—The Fort Dodge asso- 
ciation held its regular monthly meeting 
last week after two months’ vacation. 
A goodly number were present. The 
topic, “Why Men Buy Life Insurance,” 
was presented by Raymond Lilly of the 
National Fidelity. He said he thought 
many men bought life insurance because 
of the fear of being cut off at death 
without a small provision for the family, 
others bought from a selfish motive, and 
others bought to provide an old age 
pension. The question was very thor- 
oughly discussed by all present and 
much benefit was derived from the dis- 
cussion. The Fort Dodge association is 
growing in membership and enjoys the 
finest spirit of cooperation. 


se @ 


Beloit, Wis.—Formation of a Beloit 
association was discussed at a meeting 
of fourteen Beloit agents. Another meet- 
ing has been called for Sept. 17, at which 
time definite steps will be taken for the 
formation and affiliation with the Na- 
tional association voted upon. 

The meeting was called by interested 
agents, for the purpose of establishing 
an organization in Beloit for the regula- 
tion of insurance business tactics and 
for the promotion of cooperation among 
the workers. A. C. Larson of Madison 
spoke to the gathering, outlining the 
scope and aim of the national under- 
writers organization. He urged Beloit’s 
affiliation. 

About 20 legal reserve agencies exist 
in Beloit, and representatives of all 
these are expected to attend the meeting 
of Sept. 17. George Perring was elected 
temporary chairman of the meeting, and 
J. P. Gerling temporary secretary. Per- 
manent officers will be elected next time 
if the organization is made. 


x * * 


Cedar Rapids, Ia.—Col. Charles B. Rob- 
bins, former state commander of the 
American Legion and president of the 
Cedar Rapids Life, addressed the Sep- 
tember meeting of the Cedar Rapids as- 
sociation. 

* * * 


Philadelphia, Pa.—A thousand mem- 
bers is the ambition and sure-to-be 
achieved goal of the Philadelphia asso- 
ciation. Chairman W. L. Rice, Equitable 
of New York, is enthusiastic over the 
plans of the membership committee and 
in commenting on its objective said, “if 
the Philadelphia association can have 
the largest sales congress of life under- 
writers associations, why not the big- 
gest membership.” Actively cooperating 
with Chairman Rice are Earl V. Deane, 
New York Life; W. S. Emerson, New 
England Mutual; A. B. Kelley, Equitable 
of New York; S. K. Mitchell, Connecti- 
cut General; Edwin Pearson, Pruden- 
tial, and B. J. Woods, John Hancock. 





LincoiIn K. Passmore, retired vice- 
president of the Penn Mutual Life, who 
had been connected with the company 
nearly 33 years, will round another 
milestone of his successful life on Sun- 
day. He was born Sept. 2, 1850, at Ris- 
ing Sun, Md. 





YOU CAN EARN 


what you are 
really worth when you have GOOD TOOLS to 
work with and PROPER TRAINING in their 
use. 


Our tools are policies which are simple and 
free from restrictions ; liberal, broad in coverage, 
with very best ideas in total Disability and 
Double Indemnity protection. 


Our training schools, correspondence course 
and exceptionally complete library and Bulletin 
Service, our direct-by-mail advertising are all 
directed at helping you to sell more insurance 
WITH MORE SATISFACTION to yourself and 
your clients. 


Let us tell you more about 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 


13th Floor, Federal Reserve Bank Bldg. 
Kansas City, Mo. 


Ralph H. Rice, President 




















PROVIDENT MUTUAL 


Lire INsuRANCE COMPANY 
OF PHILADELPHIA 


The Provident, organized in 1865, as The Provident 
Life and Trust Company, preserves a continuous 
corporate existence, but, having mutualized, will 
be known hereafter as the 


Provident Mutual 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition 
which have arisen from fifty-eight years of con- 
spicuous fair dealing. 


The policies of the Provident Mutual contain new 
and attractive features, including the recently 
adopted and exceedingly liberal Total and Per- 
manent Disability Clause. 


An Increased Dividend Scale for 1923 




















NATIONAL 





UNDERWRITER 





THE 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate ks, etc. 


PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘Unique Manual- 
Digest” and ‘‘Little Gem,"’ Published Annually in May and April respectively. 

















PROVIDENT’S NEW DIVIDENDS 


Recent Mutualization of Philadelphia 
Company Results in Additional 
Decrease in Net Cost 


The Provident Mutual Life announces 
the second dividend increase due to the 
company’s mutualization, which, with 
the first, makes an increase of about 17 
per cent. The present increase involves 
an equalization of net cost on policies 
issued before and after the 1916 change 





Some executives in need of salaried 
em Pp’ oyes go on expensive prospect- 
ing tours; others let an ad of this 
size and appearance bring applications 
to them. One inch, one column wide, 
one time $3.75. 














in premium rates. 


The rate of interest 


in policy proceeds left with the com- 
pany and dividends left to accumulate 
is increased from 4.6 per cent to 4.75 
Following are specimen re- 


per cent. 
sults from the 





1924 schedule: 


Ordinary Life 


First 
Policy Year 
Net Cost 


‘irst 
10 Policy Years 
Net Cost 
1923 1924 
Scale Scale 
$ $ 
1321.00 1304.00 
1501.60 1482.60 
1732.90 1712.90 
2029.90 2004.90 
2413.60 2386.70 
2910.60 2885.40 
3562.50 3541.40 
4425.90 4413.60 
5576.80 5573.20 


$ 
1582.30 


1923 1924 
— Scale 
m 166.90 
; 153.00 
79. 177.20 
208.50 
52. 249.30 
é 303.60 
379.10 376.00 
473.90 471.40 
599.90 598.50 
769.50 769.50 
45 Year Endowment 
$ $ 
163.20 159.60 
173.70 170.50 


154 
1684.00 165 




















First First 
Policy Year 10 Policy Years 
Net Cos Net Cost 
1923 1924 1923 1924 
a Scale - Scale 
190.70 187.70 1842.30 1812.30 
216.30 213.40 2081.40 2052.40 
40 Year Endowment 
$ $ $ $ 
183.20 178.20 1774.00 1724.00 
191.70 187. 4 1854.00 1809.00 
205.10 201.1 1981.10 1941.10 
226.90 223. 30 2182.50 2146.50 
259.80 256.30 2487.40 2454.50 
35 Year Endowment 
$ $ $ g 
212.50 205.40 2053.70 1982.70 
219.20 212.80 2117.20 2053.20 
229.80 224.10 2216.30 2159.30 
247.20 242.20 2376.90 2326.90 
274.90 270.40 2632.00 2589.10 
318.40 314.30 3021.80 2988.60 
382.90 379.60 3601.00 3577.90 
30 Year Endowment 
$ $ g 
245.10 2462.80 2361.80 
251.20 2533.50 2420.50 
260.30 2591.20 2506.20 
275.00 2716.30 2641.30 
297.90 2917.40 2853.50 
334.90 3227.70 3188.50 
39°.50 3737.00 3703.90 
477.30 4490.00 4472.70 
25 Year Endowment 
$ $ $ $ 
319.10 304.50 3074.20 2928.20 
323.50 309.70 3116.60 2978.60 
330.00 317.20 3177.80 3049.80 
340.40 328.80 3273.80 3157.80 





























For Agency relations write the 


Home Office. 


Cincinnati, Ohio. 


Ten Thousand Leads 
in One Month 


“It is the cooperation which I have had 
from the Union Central and its Officers 
that binds and ties me to the Company.”’ 


This is only one of the many expressions 
of appreciation received from our Agents— 
10,000 leads in one month were furnished 
from one circular alone — Such “Teamwork” 
insures success to Union Central Agents. 


The Union Central Life Insurance Co. 
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September 13, 1923 
First First 
Policy Year 10 Policy Years 
Net Cost Net Cost 
1923 1924 1923 1924 
Age Scale Scale Scale Scale 
3 $ 3 $ 
OF hs ai 357.60 347.20 3429.80 3327.99 
ea: 386.10 377.20 3679.70 359859 
ire 432.10 425.30 4085.30 4027 9% 
Bees 503.50 498.90 4723.50 46509 
WD svee<a 611.40 609.20 5697.40 5685 % 
20 Year Endowment 
3 3 $ 
rere 419.40 397.70 4034.70 381% 70 
 eeeyenes': 423.10 402.30 4070.60 3862 ¢9 
Seanad « 428.40 408.70 4121.90 3924'9 
Fears 436.60 418.20 4198.20 4014 9 
pe tee 449.70 432.80 4317.70 4150 89 
eee 471.60 456.70 4510.10 4268 )99 
ee 507.40 495.30 4825.20 471419 
ees 564.40 555.50 5336.70 5260.49 
rete 654.20 649.00 6144.40 6102'39 
OP eveves 792.80 791.10 7405.60 7388 69 
10 Year Endowment 
3 $ 3 
OD sktane 948.40 889.40 9097.10 a 
| pease 951.10 893.00 9128.00 854709 
Beet 954.90 898.00 9170.90 8601.99 
Seep: 960.20 904.90 9229.60 8676 6 
ae 967.80 914.40 9315.40 8783.59 
Oe ae 979.90 929.10 9447.20 894709 
ieee 999.60 952.80 9668.20 921019 
a eséeud 1030.60 989.00 10026.20 9620.2 
Ee 1079.70 1044.70 10597.10 1022369 
eae: 1159.20 1132.00 11518.40 11120.99 
20 Payment Life 
a 3 $ $ $ 
Sore 216.60 209.20 2093.90 2019.99 
eae. 237.80 230.10 2295.30 221839 
ON atae aad 263.30 255.20 2537.60 2456.69 
Beers 29470 286.30 2833.90 2749.9 
Oe Gewnae 333.10 324.50 3193.70 3109.89 
ieee 382.00 373.60 3639.90 3563.70 
eee 444.30 436.80 4204.40 4139.36 
PP ped cee 525.20 519.40 4941.30 4896.00 
. ee 633.90 630.40 5932.40 5907.80 
OP spawca' 785.60 784.40 7324.10 7312.10 
20 Payment 45 Year Endowment 
$ $ $ $ 
Oe ac uwer 245.50 236.10 2367.90 2273.90 
Seat 256.50 247.40 2476.90 2385.90 
ees 273.90 265.10 2640.50 2552.50 
Se 299.40 290.70 2878.00 2791.00 
20 Payment 40 Year Endowment 
$ $ £ $ 
ie tae 264.40 253.€0 2552.10 2444.10 
ed aaa 273.20 363. 50 2634.80 2539.80 
a” icasce 286.80 277.10 2764.10 2667.10 
are 307.90 298.60 2980.80 2867.80 
_ Seveeiats 338.80 329.70 3251.20 3162.30 
20 Payment 35 Year Endowment 
$ $ x 3 
ae 290.30 277.70 2798.70 2672.70 
eee 296.90 285.00 2862.90 2743.90 
a 307.60 296.40 2961.20 2849.20 
ear: 324.00 313.50 3117.10 3012.10 
| ree 349.80 340.00 3356.70 3260.80 
_ Se 389.60 380.60 3713.60 3631.40 
20 Payment 30 Year Endowment 
g £ 3 3 
Eker 323.70 308.80 3118.50 2969.50 
 Slaepe 329.10 314.90 3169.10 3027.10 
Beer 337.00 323.70 3245.60 3112.60 
epee 349.60 337.30 3363.90 3240.90 
Nene 370.30 359.00 3553.90 3443.00 
ee cok 403.50 393.50 3850.10 3757.90 
eS 454.20 446.00 4302.10 4230.00 
20 Payment 25 Year Endowment 
SS $ $ $ 
Re 366.60 348.70 3525.30 3346.30 
— eitigeats 370.60 353.50 3566.10 3395.10 
awe 377.10 361.00 3626.50 3465.50 
«abe 386.60 371.70 3719.70 3570.70 
ee 492.90 389.30 3867.90 37%4.00 
429.60 417.80 4104.70 3994.50 
aD tokuks 472.50 463.00 4425.20 4400.10 
_ eee 538.70 531.90 5079.10 5023.80 
10 Year Term 
20 st 30 8210 eat 50 aise 
pices 88.10 85.80 871.20 848.20 
tae 94.00 91.60 993.10 899.10 
apes: 103.20 10060 1002.70 977.70 
Bees 118.60 115.60 1142.80 111520 
sto tea 147.70 144.20 1392.80 1366.3" 
Betas: 199.80 196.40 1848.50 1825.40 
Oe tecued 287.00 283.90 2620.20 2604.70 
5 Year Term 
$ $ § 
20 Salata nin eevee 
oy: acre 
30 ee Sadaes 
35 ccuws 
40 CEE: éccnce 
45 i peer 
50 ee swave 
Eee 230.30 227.70 :..... 
10 Payment Life 
$ $ z § 
OP Grawas 367.40 349.40 2526.40 3358.40 
_, Raere 400.80 381.40 3855.70 380) 0 
~~ Seceeeaete 440.80 420.20 422990 40880 
ates 488.60 466.50 4698.20 $000 
OP nk eat 545.70 599.10 B242 80 dE na, 
renee: 81290 BRRGO HRVZHO HEM 
ae ened 694.60 BADR RELTAO KAO 
OE saewand 7R9.00 TR4RD TRAKIO Oo og 
eee 900.70 R7TR.2O RTPID OO ag a9 
saree 1037.70 1019.00 10155.30 
10 Payment 20 Year Endowment 
$ 9 $ Th) east 80 
Pe 702.20 660.60 6742.80 Parag 
er 706.50 665.70 6784.00 %°! 
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690,26 


685.80 


3 
817.70 
$62.60 
924.99 
014.20 
150.80 
368.99 
714.10 
260.40 
102.89 
388.60 


3 
507.10 
547.00 
'601.90 
1676.60 
1783.50 


1120.90 


g 
2019.90 
2218.30 
2456.60 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 


Any plan, any age, either sex! 


This is a service our men 
a te these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «a.T. Bidg.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 











27 49.90 
3109.80 
3563.70 
1139.30 





2867.80 
3162.30 


3631.40 
nt 


. 
2969.50 
3027.10 
3112.60 
3240.90 
3443.00 
3757.90 
4230.00 


nt 


3 
3346.30 
3395.10 
3465.50 
3570.70 
37%4 Ui) 
3994.50 
4400.10 
5023.80 


$ 
812.50 
$48.20 
g99.10 
977.70 
1115 20 
1266.30 
1825.40 
9604.70 


9968.30 


ent 











ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus Gunn, 
Consulting Actuary 








OHNE. HIGDON ( Actuaries & Examiners 
JouING HIGDON hae ane 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








REDERIC S. WITHINGTON 
CONSULTING ACTUARY 


948-949 Insurance a 
Tel. Walnut 3761 DES MOIiN 1OWA 








J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
ations Made. Policies and all Life In- 
surance Forms Prepared. The Law 
losurance a Specialty. 
Colcord Bldg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bl 19 S. La Salle St. 
Telephone State 4 CHICAGO 








— 
ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 











W B. YOUNG 
* CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McLurg, Associate 
430 PETERS TRUST BLDG. 
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First First 
Policy Year 10 Policy Years 
Net Cost Net Cost 

1923 1924 1923 1924 
Age = — Scale Scale 
RP RPeee 712.20 672.50 6842.00 6445.00 
ssa 720.50 682.10 6928.30 6544.30 
a. seabue 733.90 697.00 7061.70 6694.80 
a saeeud 756.40 721.40 7275.90 6933.70 
- Cccven 792.10 759.90 7628.00 7314.90 
a acoues 847.30 818.50 8181.80 7906.50 
a? ae cies 928.90 904.40 9019.60 8785.00 
WEST COAST LIFE CHANGES 





Number of Features Announced Affect- 
ing Rates and Policy Contracts— 
Lower Nonparticipating Rates 





Vice President Gordon Thomson of 
the West Coast Life announced a reduc- 
tion in non-participating rates and many 
valuable improvements in the company’s 
policies for sale in the United States 
and Hawaii at the agency convention. 

The improvements common to both 
participating and non-participating pol- 
icies are as follows: 

Optional methods of settlement sec- 
tion completely revised granting six 
different methods of settlement in 
monthly instalments at death or ma- 
turity. The beneficiary has the priv- 
ilege after the death of the insured of 
selecting any plan unless the insured 
shall have previously made a selection. 
The company guarantees 34 per cent 
per annum on all amounts left with it 
under any of the optional plans, and in 
addition grants the privilege of interest 
dividends from excess interest earnings. 
For the current year the company is 
paying 1% per cent additional or in all 
5 per cent on policy proceeds left with 
it or payable in instalments certain. The 
optional plans set out in the policies will 
meet for the insured and _ beneficiary 
almost any desired situation. These 
plans are designed to conserve policy 
proceeds left suddenly in lump sums 
te beneficiaries inexperienced in invest- 
ing money. Mr. Thomson stated that 
the modern view is that the life com- 
pany’s protecting service does not cease 
with the death of the insured. 

The total permanent disability clause 
has been revised by eliminating the 
waiting period, and three months’ con- 
tinuous total disability is presumed to 
be permanent. Under endowment con- 
tracts the disability annuity continues 
after maturity for life. 

Extension of premium rates down to 
age 10 and up to age 65. 

Increase in cash, loan and non-for- 
feiture values third, fourth and fifth 
policy years. 

Regular whole life policy made en- 
dowment at 85. 

Improvements in 
cies are: 


participating poli- 


First dividend declaration at end of 
first policy year on payment of premium 
then due. Post mortem dividends al- 
lowed, Cash dividends may be applied 
to purchase participating paid-up addi- 
tions. 

Improvements in 
policies are: 

Reduction in rates averaging over 
$1.25 per thousand according to age. 


non-participating 


Illustration of Reduction: 


Age 35 
Old New Reduc- 
Plan Rat Rate tion 
Ordinary Life. . .$22.81 $21.38 $1.43 
20 Pay Life..... 30.62 29.18 1.44 
20 Year End.... 44.11 42.44 1.67 


Participating annual dividend privi- 
lege on all limited payment life policies 
written at non-participating rates after 
policy has become paid-up for the face 
amount. This provision is designed to 
encourage the maintenance in force ot 
20 payment life, etc., forms after all 
the premiums have been paid, and puts 
them at that time on a parity as regards 
future participation with similarly paid- 
up participating forms carrying the same 
reserve and benefits. 

New forms issued include an edu- 
cational endowment; new low rate 5, 
10, 15 and 20 year convertible term 
policies with waiver of premium dis- 
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ARTHUR E. CHILDS, President 


The Columbian National Life 


Insurance Company 
BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 








Endorsement. 


BASIL S. WALSH, Pres. 


HOME LIFE INSURANCE COMPANY 


OF AMERICA 


Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 

Ordinary policies contain a valuable Disability clause and are guaranteed by State 
GOOD CONTRACTS POR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 

JOHN J. GALLAGHER, Treas’ 


JOSEPH L. DURKIN, Secy. 








CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 


Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 


Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 


Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 











ARE YOU THE MAN— 


Who would consider an attractive manager's contract for Madison, Wisconsin? 


| 
| An established old line mutual company o 
State offers you a wider field and increa 





A Home Office Official will be glad to talk with you about a practical method 


| of developing a successful agency. 


All negotations strictly confidential. 


Address Agency Department, 
F-22, care The National Underwriter 





rating under the laws of New York 
opportunities for making real money. 














Incorporated 1851 


ERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 








W. D. WYMAN, President 








The Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders. 
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ability clause; endowments at 60 and 65; 
35 and 40 year endowments. 


GUARDIAN HAS NEW POLICY 





New York Company Promulgates Plan 


for Life Income for Both Policy- 
holder and Beneficiary 


The Guardian Life of New York has 
announced a new policy feature, a life 
income endowment for both policy- 
holder and beneficiary. The new fea- 
ture is added to the company’s special 
life income endowment and guarantees 
the continuation of the endowment 
payment for the full life time of the 
beneficiary. The policy itself pays the 
policyholder monthly income for life, 
beginning at maturity of the endow- 
ment period and the new rider is of- 
fered at an extra annual premium to 
continue payment of this income to the 
beneficiary for life, if the beneficiary 
survives the insured after expiration o1 
the endowment period. If during the 
endowment period the policy becomes 
a claim by the insured’s death, the 
beneficiary receives the face amount or 
the cash surrender value of the policy, 
whichever is the greater. If the policy 
matures as an endowment, the insured 
will receive a fixed monthly income for 
life of 1 percent of the face amount 
of the policy. Under the main policy 
if the insured dies before 120 of the 
monthly income payments _ specified 
have been received by the insured, th« 
commuted value of the payment yet tc 
become due is, immediately upon such 
death payable to the beneficiary. 

Beneficiary Gets Life Income 


Under the survivorship income t 
beneficiary agreement it is provided 
that if the insured dies before having 
received 120 definite monthly incom, 
payments the remaining payments ar: 
not commuted and paid in one sun 
to the beneficiary, but will becom: 
payable to the beneficiary as they fal. 





due and as long thereafter as the bene- 
ficiary shali live. If the insured dies 
after at least 120 of such monthly pay- 
ments have been received by him, the 
company will continue to make less 
payments to the beneficiary during the 
remaining life time. If the beneficiary 
shall die before all of the remaining 
of the 120 income payments have been 
made by the company, the monthly 
payments to become due would be com- 
muted and the value paid in one sum 
to the executors, administrators or as- 
signs of the beneficiary. 

The new feature has been promul- 
gated in response to a persistent demand 
on the part of the company’s agent and 
it is believed will prove popular. The 
rates per $1,000 or $10 monthly income, 
at five year intervals, on the new pol- 
icy rider, added to premiums, follow: 

Life Income End, at 55 


Age... 20 25 30 35 40 45 

3 $ 3 3 
Prem .36.35 44.50 56.22 74.16 104.43 165.45 
BBccce GB BOER BEBE cacc aan ove 
’ 3.73 7.00 12.56 .... ae 
. 3.43 6.59 11.98 .... ro 
_ 3.15 6.18 11.41 .... il 
20.... 2.89 5.78 10.82 19.67 er 
31. 2.63 5.39 10.25 18.86 eae 
33.. 2.39 5.01 9.09 18.05 es 
3. - 2.16 4.63 9.13 17.23 «on 
= 1.94 4.27 8.57 16.41 ‘ial 
Meese 1.73 3.91 8.01 15.59 30.11 
= 1.54 3.58 7.47 14.77 28.88 
27.... 1.35 3.25 6.94 13.95 27.64 
8. 1.17 2.92 6.42 13.14 26.39 
39.... 1.03 3.62 6.93 12.34 26.14  .... 
_ 87 2.3 5.42 11.55 23.89 51.80 
a . --- 2.08 4.94 10.77 22.64 49.70 
32 1.83 4.49 10.01 21.40 47.58 
. 1.60 4.06 9.26 20.16 45.44 
_ Za 1.39 3.66 8.54 18.93 43.3 
er 1.19 3.26 7.84 17.73 41.17 
ris wen --» 2.89 7.17 16.55 39.03 
7. 2.55 6.52 15.39 36.91 
8. 2.23 5.89 14.26 34.80 
eéwe 1.94 5.30 13.15 32.71 
10. 1.67 4.74 12.08 30.65 
1 es 4.21 11.05 28.63 
2 3.72 10.06 26.65 
Bes 3.26 9.11 24.70 
t4. 2.83 8.21 22.81 
= 2.44 7.35 20.99 
oe oe 6.54 19.23 
Tos 5.79 17.53 
Rss 5.09 15.90 
Wises 4.44 14.35 
we 3.83 12.88 
- sect ane 
32.. 10.20 
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Income End. at 


25 30 
$ $ 
33.90 41.32 
4.75 8.64 
4.43 8.19 
4.12 7.75 
3.81 7.31 
3.51 6.87 
3.21 6.43 
2.93 6.00 
2.66 5.58 
2.14 4.75 
2.14 4.75 
1.91 4.36 
1.60 3.98 
1.48 3.61 
1.29 3.25 
1.11 2.92 
-94 2.60 
.80 2.30 
66 2.02 
55 1.75 
44 1.51 
oo Game 

1.09 
91 
75 
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28 2.§ 

11 2.71 
96 2.44 
82 2.18 
69 1.94 
58 1.71 
48 1.49 
39 1.29 
31 1,11 
25 -94 
19 -79 
14 .65 
10 -53 
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Age 20 25 30 35 40 50 
3 $ $ $ 

er eek 42 1.52 4.21 9% 
i etcees -33 1.29 3.74 8&7 
iceonss 26 1.09 3.31 73 
Bie ccees 19 90 2.90 6.4% 
er 4 -73 «2.51 59 
ae 59 2.16 5.3 
Dace ees 46 1.84 44% 
er 36 1.55 3.3 
ee 27 1.28 3.33 
=e 19 1.05 255 
Aaacws — 84 2 
67 1s 
iis aces 52 13 
i ed te 39 14 
Sa 28 3 


Massachusetts Mutual 
President McClench of the Massa. 


chusetts Mutual at the convention ¢ 
agents announced two new policy form; 


to be issued Oct. 1. A new corponm. 
tion policy for official business concerns 
with the corporation as beneficiary, an. 
nual premium and without options; als 
new income policies, with proceeds pay. 
able to the wife in installments begin. 
ning with death of husband. New rates 
for the latter will be as low as any 
company. 


Provident Mutual 


The increase in the Provident Mutua 
dividend schedule for next year means 
an advance of about 17 perecent over 
the present scale. The rate of interest 
paid on all proceeds left with the com- 
pany will be 4.75 percent hereafter in- 
stead of 4.06 per cent as at present. 


John Hancock Mutual 


The John Hancock Mutual Life has 
announced that it will increase the lim- 
its of insurance on male lives in its 
ordinary department. The company will 
now accept the following amounts on 
single lives, old and new insurance in- 
cluded: ages 15 to 19, $25,000; 20 to 24, 
$100,000; 25 to 29, $150,000; 30 to 4, 
$175,000; 50 to 54, $100,000; 55 to 59, $75, 
000, and 60 to 65, $5,000. Of the gross 
limits there may be carried under five 
or ten year term policies the following 
amounts: ages 20 to 24, $50,000; 25 to 
29, $75,000; 30 to 49, $75,000, and 50 to 54, 
$50,000. 
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OVER 

- ONE AND 
A HALF 
MILLION 
MONTHLY 


A. C. TUCKER, President 


LL ce ee ee 
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| 
When a life insurance company less than four years old | 
has over 33 million dollars of good business on its books, | 
with over two and one-half million dollars in assets and || 
such a company has regularly for more than six months | 
received in new business much over a million dollars each 
and every month,it must surelyindicate to youthatthis | 
volume of business has not been secured by chance. It || 
means that the company must have attractive and popular policy con- | 
tracts, well paid and satisfied agents, effective Home Office co-operation, 
and that the Company has an ambitious vision and program of con-_ || 
structive expansion which is bringing these most satisfactory results. 
| 

| 

| 

| 

| 

| 

| 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


OF IOWA 


Iowa Building, Des Moines, Iowa 
WILLIAM KOCH, Vice-President and Field Manager | 














f- 
! 
i 
i 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
: 
\ 
' 
| 
' 
' 
i 
! 
' 
' 
' 
' 
' 
' 
' 
' 
| 
i 
' 
| 








September 13, 192; 




















ssed | 
e effe 
The : 


Willie 
as a 
arried 
125,000 
is fam 
Rce—C 
hester 
year 
he exes 
gal st 
mount 
r. Smi 
is bus 
ssets 1 
urprise 
d hin 
uch gs 
Trange 
all up 
his? 








Mr. ( 
ellow, 

art of 
uch ) 
hose n 
ed wit 
f insur 
a litt 
is affa 
is intis 
is late 
The 

0 simi 
ve have 
ake re 
nd inc 
his ilh 
fay of 

ume, 3 
ind th 
m relat 
ave fa 





The | 
t his ¢ 
0 his j 
ate of 
s I sai 
nce be 
Many ¢ 
hames, 
help; th 
hey wi 
he true 
hrough 
ot thei: 
now w 
hem ar 








er 13, 1923 


| 





ptember 13, 1923 


LIFE INSURANCE EDITION 








































40 = 
$ $ 
4.21 9% 
3.74 8&7 
3.31 yi | 
2.90 6% 
2.51 5§ 
2.16 § 
1.84 44 
1.55 33 
1.28 31 
1.05 2.55 ‘ . . 
84 2H HE session of the National Life 
a: is Underwriters Association devoted 
39° 1H to the general subject, “Joint Life 
28 j;fsurance and Trust Service,” was 
ghly interesting as it brought out a 
al mber of points in the demonstration 
M the cases that were suggested. The 
€ Mass Bimposium was presided over by 
> mage a MRharles Jerome Edwards of New York, 
icy forms Bineral agent of the Equitable Life of 
Corpore Hat city. More and more, life insur- 
> concerts Mice men are appreciating the avenues 
clary, al Mat are open to them for the creation 
tions; alo I jije insurance trusts. This field for 
eeds pay Mie insurance will widen as more people 
nts begin Miecome acquainted with the machinery 
New rates Mt life insurance and trust com- 
w as aly Banies present. 
Using Life Insurance 
nt Mutual 
ar meas ~=To Keep Estate Intact 
cent over 
»f interest = 
the com- : 
eafter is. M. HAMMOND of the Equitable 
present e Life of New York inChicago, dis- 
{ uussed the case of a man who has seen 
1 e effect of shrinkage in an estate. 
The illustration: 
Life has 
+ the lim- ILLUSTRATION 
es in its Mi William Chester is 55 years old. He 
pany will as a wife and one daughter, who is 
ounts on arried. His estate is worth about 
rance In- #2125,000. He feels that he has covered 
20 to 2, BBis family's need with sufficient insur- 
30 to 43, Bince—chiefly life income policies. Mr. 
> 59, $75,- hester’s neighbor, Mr. Smith, died about 
the gross year ago and Mr. Chester was one of 
inder five e executors of his estate. The various 
following gal steps necessary to go through, the 
00; 25 to mount of money necessary to liquidate 
| 50 to 54, r. Smith’s estate, the interference with 
is business and the shrinkage of his 
ssets necessary to meet his liabilities, 
—E urprised Mr. Chester very much and 
wae ag ed him to think of his own, though 
iy uch smaller, estate. He desires to 


























trange that as little of a like loss shall 
all upon his estate. How can he do 
this? 

DEMONSTRATION 


Mr. Chester is quite a human sort of 
ellow, especially as related in the first 
art of the illustration; there are many 
uch Mr. Chesters—in other words 
hose men who feel pretty well satis- 
ed with their estates and the amount 
t insurance carried. This Mr. Chester 
a little different, because he has seen 
is affairs in true perspective, due to 
is intimate contact with the estate of 
is late friend. 
The first part of the illustration is 
© similar to so many real cases that 
re have and for which we are asked to 
ake recommendations on such meager 
nd incomplete information. Even in 
his illustration there is much in the 
‘ay of fact omitted, purposely so, I pre- 
ume, and I think it well to bear in 
ind that if we are to counsel with men 
1 relation to their .estates, we must 
ave facts, and all of the facts. 
* * * 

The present Mr, Chester, by reason 
f his concern over his own affairs, due 
© his intimate association with the es- 
Ate of his friend, now wants help, and 
s I said before, that’s the only differ- 
nee between this Mr. Chester and the 
~d i! Mr. Chesters of different 
og his man knows that he wants 
clip; the others do not know it, and 
cy will not unless and until we get 
Bin condition of their affairs, and 
} ees the facts make them conscious 
#.. 4 needs. Of course we must 
~ pr Nag we want, why we want 
. wane? ask for them, Then 
uch ne ave no difficulty in obtaining 
7 Necessary information. 
aioe toe Chester, like most men, 
is perso au books very accurately on 
te 4° affairs, but his business—oh 
ao € knows to a penny where he 
pt to f; 1 must, or his business is 

ail. He is probably in debt, 
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as most men are; he is in debt for 
bonds or real estate, perhaps he is 
playing the market and owes money to 
his broker or banker. He says he is 
worth $125,000. Maybe he is giving us 
his gross worth; maybe he is giving us 
his net worth, but he is probably in 
debt. 

He, in common with other men, wants 
his estate to pass intact to his heirs, 
but what really happens at his death, 
when his executors undertake to adjust 
matters for his beneficiaries? 

* 7 * 

His debts must be paid—and in 
cash. Inheritance taxes must be paid 
—and in cash. Post mortem income 
taxes must be paid—and in cash. Cost 
of administration must be paid—and in 
cash. How does the executor find him- 
self? Little cash. Mr. Chester does 
not carry a large bank balance; too 
smart for that. The executor therefore 
is compelled to sell securities in order 
to realize cash, and to conserve the es- 
tate as much as possible he must sell 
that which yields the highest price. The 
market at the time of Mr. Chester’s 
death is off four or five points on the 
highest grade of securities, still a greater 
loss on the second grade, the highest 
grade, of course, is sold first in order to 
reduce the loss; the debts are paid. 
Then come the taxes, and more securi- 
ties are sold—result? Mr. Chester’s es- 
tate would not be recognized by him as 
his own if he could look back at it. 

* * 


Now, much or all of this could be 
avoided if we life insurance men and 
women would get the proper facts over 
to our prospect, so that the innumer- 
able Mr. Chesters would be intelligently 
informed, and there would be little dif- 
ficulty in having Mr. Chester negotiate 
additional life insurance payable to the 
trust company as his executor for the 
payment of such debts and taxes, so 
as to reduce to a minimum the loss to 
his estate as fell upon the estate of his 
friend, and which is bound to fall upon 
the estates of others unless provided for 
in such a manner, and Mr. Chester, and 
all of the other Mr. Chesters will in- 
deed feel obliged to the various intel- 
ligent life insurance men and women. 





Taking Care of the 


Mortgage for Children 
- J 


ALTER E. WEBB, superintendent 

of agents of the National Life, U. 
S. A., had a case where there were 
mortgages to be cared for. 


ILLUSTRATION 


Mr. Arthur has a son and two daugh- 
ters, all married. As they became mar- 
ried he gave each a house, but on each 
of these homes there is still a mortgage 
of $5,000, which he intends to pay off 
as he becomes able. In his will, in 
which the Central Trust Company is 
made his executor, he wishes to leave 
these houses to his children clear. ‘Can 
the joint service of a life insurance and 
trust company be utilized to carry out 
this purpose, and how? 


DEMONSTRATION 


The best way to use a life insurance 
policy is to name a direct beneficiary 
whenever it is possible to do so, thereby 
assuring the delivery of the money at 
the time of death to the person who 
should receive it. 

In the case of Mr. Arthur he can not 
make his insurance policies payable to 
either one or any one of the three chil- 
dren with the assurance that they will 
fulfill the purpose of the insurance, for 
the reason that ofttimes even our chil- 
dren decide that they would like to do 
something else with the money after 
they get it. The thing for Mr. Arthur 
to do is this: Buy three individual poli- 




















cies of $5,000 each. They should be 
made payable to the trust company as 
trustee. In his will he should provide 
a codicil in the form of this trust agree- 
ment or in connection with it, stating 
the purpose of that insurance and what 
should be done with the $5,000. In addi- 
tion to doing that he should provide to 
assign those policies to the trust com- 
pany. That on advice of counsel, which 
may or may not be correct, I hope it is, 
is the method he should follow to insure 
the payment of these individual mort- 
gages at his death and clearing of the 
property for his children. 

He could not make his policies pay- 
able to his estate for the reason that in 
case of death all deductions on account 
of his debts would come before the pay- 
ment on account of any of these mort- 
gages. That is not a good thing. He 
should not make it payable to the indi- 
vidual for the reasons which I have 
stated. Another reason he should not 
make it payable to his estate is if he 
should do that thing and become bank- 
rupt during his life, certain decisions 
have been rendered indicating that the 
policies may be taken up by the referee 
in bankruptcy where he has the right 
to change the beneficiary and utilize the 
cash value to pay such debts as he may 
owe. 


Make It Payable to 
Trust Company as Trustee 


That in my opinion is the method 
which he should follow. Here is the 
last point: He should make it payable 
to the trust company as trustee and pro- 
vide that he should not have the right 
to change the beneficiary, as I am ad- 
vised that should the purpose of the 
trust no longer exist by reason of being 
able to pay off the loan before he dies 
or the death of the child, with permis- 
sion of the trust company and because of 
the fact that the mission of the trust has 
been fulfilled, it is no longer necessary 
to carry the insurance policies in that 
form and they may revert back to him, 
in the meantime being protected against 
the claims of his creditors if he should 
become bankrupt. I think this is a sim- 
ple case and I believe the salesman 
should present every other proposition 
and take just long enough to state his 
facts simply and clearly to his client, 
and having had something to say he 
should say it, and having said it he 
should stop talking. 

EDWARD A. WOODS: Under the 
laws of New York and Pennsylvania, 
and I think other states, as I understand 
it, a policy may be issued payable di- 
rectly to a trust company as trustee and 
it is not necessary that the trust agree- 
ment that ought to be filed wih the trust 
company specifying the purpose and 
what is to be done with the remainder 
be part of the assignment or be reported 
to the company. That is, Mr. Arthur 
may make that policy payable directly 
to the Central Trust Company, explain 
to the company why it is, and all he 
needs to do is to make an agreement to 
the trust company specifying what the 
purpose of it is and what to do with the 
remainder if there is any. 











Mil'ionaire Has the 
Tax Issue Before Him 


DWARD A. WOODS of Pitts- 
burgh gave the demonstration of 
the case where a man has a big inheri- 
tance tax problem staring him in the 











face. The illustration: 
ILLUSTRATION 
Mr. Wilkinson is a man of large 
means, worth probably $1,000,000. He 


has been disturbed by reading of the 
large amount of inheritance, transfer 


and other taxes, state and federal, that 
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have fallen upon other estates, and par- 
ticularly of the shrinkage of these es- 
tates caused by the necessity of meet- 
ing these taxes. He is interested in 
any way of reducing his income tax. 
He is 47 years of age, has a wife age 
42, and three children, two girls and a 
boy. Is there any way of reducing his 
income and inheritance taxes in full 
compliance with the state and federal 
laws? 
DEMONSTRATION 


Just a brief illustration of what this 
insurance trust does. What does Mr. 
Wilkinson accomplish? It has been 
suggested that Mr. Wilkinson take 
$100,000 and make an insurance trust 
with it. Mr. Wilkinson can give the 
$100,000 of 5 per cent bonds to his wife. 
The wife deposits those 5 per cent bonds 
with the Union Trust Company. The 
income from those bonds is to buy 
$100,000 of life insurance on Mr. Wilk- 
inson’s life. At Mr. Wilkinson’s death 
the trust expires and the trust itself 
and the life insurance are both avaiJ- 
able. 

First, this $100,000 does not become 
his income, but becomes the income of 
the trust. He saves income tax on 
$5,000. That income tax is_ taxed 
against the trust as a taxable income. 
It is not his income. It is not his wife's 
income. It is the income of the trust. 
If he were paying say 25 per cent tax, 
that was the peak of his tax. He was 
paying $1,250. He no longer pays 
$1,250 income taxes on it. The income 
tax is $1,230. He saves that. 

Second, he adds $100,000 to his es- 
tate. 

Third, he saves the 
on $100,000, 

Fourth, he saves the income tax on 
the $100,000 put up as a trust, because 
he has absolutely parted with that. It 
is not his property. He saves the in- 
heritance tax, therefore, on $200,000, and 
the saving on that may be as high as 
$40,000. He is saving about $1,230 a 
year income tax, and he saves about 
$40,000 inheritance tax, and besides that 
he has provided a fund of $200,000, not 
one but two, because this trust is re- 
leased at his death and if the $100,000 
insurance is not enough to pay his in- 
heritance tax administration fees the 
balance can be drawn from this fund. 

If it is too much, the $100,000 insur- 
ance and the $100,000 bonds, or as much 
of them as may not be needed, may 
both be used either to be distributed or 
to be continued to be tied up by a trust 
income dividend among his children or 
distributed as he pleases. The saving 
under the laws of Pennsylvania and 
New York and the federal laws, at least, 
is enormous. a man worth $15,- 
000,000 sets aside $1,000,000 for insur- 
ance trust, we figure that the annual 
saving of the inheritance tax is about 
$540,000. You can figure up those sav- 
ings as very large. 


inheritance tax 





Perpetuating Gifts 
Can Be Accomplished 














ORRIS H. BOKUM of the Massa- 

chusetts Mutual Life in Chicago 
took up the case of a man who gave 
small amounts to various organizations 
and would be interested in seeing these 
gifts perpetuated. The illustration: 


ILLUSTRATION 


is a man not of large 
means but a very liberal contributor 
to many charitable organizations. He 
pays $10 a year to several institutions, 
including the Y. M. C. A., the Y, W. 
Cc. A., the Red Cross and the Public 
Health Nursing Association. He is in- 
terested in all these and would like 
to see his subscriptions continued after 
his death. His estate is not liquid— 


Mr, Peterson 
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it consists largely of interest in his 
own business, which cannot be readily 
converted into cash at his death—and 
therefore to provide bequests from his 
general assets would be difficult because 
they could less stand the drain after his 
death than during his lifetime. ‘Can 
insurance be used to carry out his pur- 
pose? 
DEMONSTRATION 


I want to state first that the amount 
was stated to me as $4,000. That was 
the man’s income. Mr. Peterson was in- 
vestigated, was found to own a grocery 
store in a neighborhood that had had a 
great deal of apartment building in the 
last five years, had a wife and three 
children, and that he contributed $10 a 
year to four charities and he desired to 
perpetuate same. The information was 
derived from a neighboring bank. Mr. 
Peterson was called on by an agent and 
he advised Mr. Peterson that he was 
familiar with the contributions he was 
making and wished to perpetuate these 
contributions and wanted to make him 
familiar with the rather new insurance 
trust plan which had recently been ad- 
vertised rather extensively in the news- 
papers. He showed him that by leaving 
$1,000 of insurance to a trust company, 
the trust company would be able to in- 
vest same at probably 5 percent inter- 
est, thereby leaving sufficient income to 
perpetuate this $40 a year contribution 
and in addition there would be sufficient 
to take care of the trust company in 
connection with their fees. 


Business Depreciates After 
Head Has Passed On 


The idea appealed to Mr. Peterson as 
he had read these various ads, and he 
decided to act along these lines. The 
conversation developed that Mr. Peter- 
son only had $1,000 of insurance, his 
wife was 35 years of age, his children 
were ages ten and eight. The agent 
was able to point out to Mr. Peterson 
that his business, the grocery shop he 
owned, was rather a personal service 
proposition. The income from it might 
disappear at his death, and under a 
forced sale, in case the estate was laid 
aside to liquidate it, would not leave 
much cash, practically 50 percent on 
the inventory value. He was able to 
suggest the advisability, first, of creat- 
ing a monthly income policy of $100 a 
month for his wife, and, second, an 
income of $75 a month during the edu- 
cational period of his children; in other 
words, $175 a month for 15 years and 
$100 a month to carry on after that in- 
come had run out. He suggested to 
him a $7,500 term policy in addition to 
the monthly income policy of $100 in 
order to keep within his means, show- 
ing him that the neighborhood was 
gradually building up or was rapidly 
building up and he undoubtedly would 
be able to convert this policy during a 
— of several years to some other 
orm. 

He desired action along these lines 
but didn’t know whether he could do 
it with the amount of income he had 
The monthly income policy cost in the 
neighborhood of $334. The ten-year term 
policy of $7,500 cost approximately $75, 
which $7,500 could be left either with the 
trust company or the insurance company 
who would be able for a period of 14 
years and a half or 15 years to pay 
$750 a year under this contract. The 
man had confidence in this proposition 
after having read these advertisements. 
He knew the trust companies were not 
interested in the sales individually and 
if they endorsed it it might be a good 
thing. 


Salesmen Must be Acquainted With 
the Trust Agreements 


Just a word in connection with this 
cooperation between trust companies 
and insurance companies. The salesman 
must make himself familiar with trust 
agreements to a certain extent, their 
relationship with both isrevocable and 
revocable trusts, with the various laws 
and income tax laws, inheritance tax 
laws, in order to intelligently appeal to 
the men to whom he is submitting the 
proposition. 





I have gone over probably 15 trust 
agreements. I find the insurance man 
after reading these agreements can be 
of great assistance to the trust officer 
or the bank officer in pointing out to 
him that they are too long because they 
are duplicating a great deal of what is 
already in the insurance contract. In 
other words, they are tying on an insur- 
ance contract to a trust agreement that 
has been drawn for a long time and 
there is a great duplication there. Prac- 
tically every one I have gone over has 
had several lengthy articles in which 
the trust company is protecting itself, or 
the national bank, in case the income 
was not sufficient to take care of the 
premium. 

The insurance men have not pointed 
out that the insurance company took 
care of that a long time ago in their 
contract by putting in premium loans 
or loan values. In case it was not quite 
sufficient the loan value of the various 
contracts could be used to help out 
the income from the trust agreement, 
which would reduce the length of the 
trust agreement and make it so that 
when you submitted a trust agreement 
or the outline of a trust agreement it 
would not be so long that it would scare 
a man out. In other words, he would 
say, “Oh, my, I don’t want to go into 
this.” The insurance men in cooperat- 
ing should make it evident in going over 
the contract so there would not be this 
duplication that now exists in the vari- 
ous trust agreements, ’ 








Partnership Problem 
With No Agreement 











OHN A. BLOND of Minneapolis 
had a partnership problem to solve. 
The illustration: 
ILLUSTRATION 


White and Green are partners on an 
equal basis in a $25,000 concern. They 
have only current liabilities, on a 60- 
day basis, which never exceed $6,000, 
and their collections on accounts re- 
ceivable, on a 30-day basis, plus cash 
sales, usually safely exceed their lia- 
bilities. They have no partnership agree- 
ment, having started together when they 
had small means. The business has 
gradually grown up and the making of 
a partnership agreement has been neg- 
lected, Neither owns much property 
outside of the business and each has 
his home in his wife’s name. They have 
not agreed upon any method of valuing 
the firm’s assets, nor provided how the 
purchase money is to be raised nor at 
what intervals or in what sum it can 
be paid. Business life insurance, they 
feel, would not serve them, except to 
complicate their problem, if payable 
either to the survivor or to the firm. 
In what way can life insurance be drawn 
to meet their wishes? 


DEMONSTRATION 


William J. Stevenson of Minneapolis 
stated the other day that there is no 
known way of liquidating a partnership 
that is paying its debts, continuing the 
business and giving the deceased partner 
his real value, the value of his part of 
the business, outside of the use of life 
insurance, 

White & Green should have life in- 
surance, and as they have none be- 
lieve that the proposal has not been the 
right one or it has not been properly 
made. It is similar to a case that I 
was familiar with in Minneapolis where 
an underwriter friend of mine worked 
with a couple of men that were part- 
ners, and he didn’t get anywhere at all. 
One day as he was leaving the place of 
business he called one of the partners 
aside and said, “Ed, did you know that 
if he died you would be in business 
with Charlie’s wife?” He looked aghast 
and said, “God forbid.” 

When a partner dies there are about 
a dozen things that happen automati- 
cally, any one of which is almost suffi- 
cient to be a reason for the purchase of 
life insurance. In the first place, the 
partnership is ended. The living part- 
ner has exclusive control of the business. 





The estate of the deceased has no 
authority or control whatever. The 
business must be closed up. The liv- 
ing partner can sell for cash only. He 
can not borrow any money nor require 
the estate of a deceased partner to sign 
any renewal notes, The business must 
be speedily wound up, so then the good 
will value of the business is greatly to 
be considered. All creditors think the 
most valuable partner is the deceased. 


Estate of the Deceased 
Not Entitled to Salary 


The estate of the deceased partner is 
not entitled to any salary or drawing 
account whatever. Very frequently the 
deceased partner is in debt to the firm; 
it is not at all unusual to find that one 
of the partners uses a good deal more 
money than the other. His estate might 
be required to contribute enough cash 
to settle up. 

Partnership insurance made payable 
to the surviving partner doesn’t neces- 
sarily fit this case, because ordinarily 
partnership agreements that are made 
at the time policies are delivered don’t 
have any bond for the fulfilling of the 
stipulation of the agreement. A part- 
nership contract written to the widow 
of the deceased partner wouldn’t neces- 
sarily be an equitable proposal, because 
the policy might be too much or too 
little; it may be of greater value than 
the deceased partner’s portion of the 
business. 


Remedy Is Suggested 
for Dealing With Case 


It seems to me that White & Green 
should have insurance in an amount 
sufficient, each of them, to absorb this 
$6,000 indebtedness and approximately 
$12,500 for their share of the business. 
If a trust company is named as a trus- 
tee, they may have to function as trust 
officials, making up this agreement, car- 
rying it out. It can easily, however, be 
agreed that the widow of the deceased 
would receive an income as a monthly 
drawing account. Insurance money 
would be paid (There would be suffi- 
cient there) just the same as the cash 
value of the living partner. 

Without discussing this further, I will 
only say that I think our best service 
to our policyholders is to take them 
down to a trust company and let them 
draw up the agreement. This policy is 
going to be a more permanent policy 
because it is in the hands of this trust 
company. They are going to see that 
the premiums are paid when they are 
due. Further than that, there is the 
protection that the widow of the de- 
ceased partner would have because of 
the advice of the officers of the trust 
company. These gold brick schemes 
and one thing and another promoters 
would not be able to interest her with 
their ten and twelve per cent invest- 
ment if she had been accustomed to ac- 
cepting the advice of the officers of the 
trust company. 

I would say that we as life insurance 
men could well emphasize the value of 
life insurance if you die and let the 
trust company take care of the situa- 
tion when you die. 


Comment Is Made by 
S. R. Weems and Mr. Woods 


SAM R. WEEMS of Dallas, in com- 
menting on the case, said: 

“You have left this man and his 
widow in partnership. My suggestion 
is this: Instead of going to your trust 
company, make two policies of $12,500 
each. In the event of White pay that 
to his widow; in the event of Green pay 
that to his widow. An agreement be- 
tween the two living partners provides 
that in the event of the death of either 
man, the business is dissolved, this 
money buys that half of the interest 
the whole company is then owned by 
the survivor, the widow has her money 
and everybody is happy.” 

EDW. A. WOODS said: 

“You are missing the whole point 
there. The point is to get rid of that 
necessity of drawing the agreement. 
which is not our job: we don’t under- 
stand it. We take that man to the trust 
company and we are through. We pro- 





vide the funds and we wish all] 
job of drawing these agreements g 
the trust company. We spend toog 
time making wills and trying to 
trust agreements that we are not f 
iar with. We sometimes don't 
right and we miss the co-operation 
the lawyer and the trust company, 
you start to make an agreement 
how that shall be done you 
trouble. If you take that man do 
the trust company, the trust offig 
glad to see you and you can tell 
‘I have fixed the funds here; yoy 
him up. I am through,’” 

MR. KRAMER (Cincinnati): 

“IT want to ask a question of 
speaker from Texas. If Mr. ¥ 
dies with $12,500 insurance in the 
nership, why wouldn’t it be unfag 
give Mrs. Green only $12,500? 
have increased the capital of that 
corporation or partnership to $37 
Mrs. Green, in my opinion, is enti 
to half of that and not half of $25, 

CHAS. JEROME EDWARDS: 


“That is the argument Ed We 
makes, Take your man to the eq 
who will do your work for you.” 








| Country General Agent 
Makes a Suggestion 











H A. CLARK of Princeton, 

e general agent of the North 

ern Mutual Life, in commenting 
ways to help and cultivate policyholde 
said at the meeting of the Nati 
Association of Life Underwriters at@ 
cago: 

I have a country general agency, 
would just like to make a suggest 
that has proved very successful in 
agency. We give stockholders’ 1 
ings around through our territory. 
give them a banquet and then have s0 
of the prominent policyholders m 
talks to their fellow citizens. I 1 
my cue from the fact that nearly all 
fraternal societies have monthly m 
ings and there they know who f@ 
policyholders are and they get 
quainted with one another. We as 
line insurance agents have never tho 
of that, or at least I never did, and 
we have been using that very suce 
fully throughout our territory. 

I believe if I should go over thet 
ords of our agency there would not 
policyholder who had been a pol 
holder for three years who has not 
least two policies, and from that om 
to 1920. I know one man that I 
just a short time ago for his ninetet 
policy. He is a peculiar man. Hell 
to be written very often and he only 
$40,000 with me. I told him the lastt 
I wrote him that the next time I t 
to him I was going to make h 
$50,000 policyholder and make the 
policy $10.000. } 

At these policyholders’ meetings 
have everybody register, giving 
amount of insurance they are ca 
not only in our own company, bat 
other companies. Then we place 
slips around at their plates and | 
them give the names of their f 
who are prospects. At one meet'ng 
we held, a county meeting, I think 
had over 19 names of prospects. 
possibilities are so great that I the 
I would just like to suggest that. 

* 


Mr. Butters said: Down at Cleve 
in 1921 we heard something about 
third party appeal. I know that 4 
of agents often turn down leads bi . 
they say that old policyholders cant 
insurance, I know he is not ist 
but how about his son or his 6! 
and his wife? Remember that i 
service of nolicvholder proble™. I 
lieve all of us could get ovr life 
ance personality right behind it 
wonderful service to policvholdert 
follow through. Be a good golf® 
Don’t just talk service and not 
through with it. The result is a? 
client and a happier life insurance 
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